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Multiple Peril Org. 
_ Issues Statement On 
- Principles And Goals 


Created to Provide Orderly Lead- 
ership in Multiple Line Insurance 
and to Coordinate Efforts 


; FACTOR OF COMPETITION 


; Planning Committee to Consider 
New Projects; Pamphlet Tells How 
Public and Producers Benefit 


The executive committee of the Mul- 
tiple Peril Insurance Rating Organiza- 
tion released Wednesday in New York 

| astatement of principles describing rea- 
sons for formation of the organization, 
what kind of body it is, and what it 

4 hopes to contribute to the welfare of 

' the insuring public, producers and its 
companies. 

The statement, released in printed 

' pamphlet form, reviews the background 
_of the multiple line concept and the 
conditions which led to the formation 
of MPIRO. “Because of the new mul- 

4 tiple line powers,” it points out, “a 
“number of new types of coverage ap- 

- peared on the market, there being little 

| similarity in their construction and rat- 
ing procedure.” 


Created to Provide Leadership 


The statement continues: “It was felt 
that if the insurance business was to 
avoid confusion among the industry and 
insuring public, and if the new cover- 

_ ages were to be worked out in an or- 
derly fashion, the industry had a con- 

' crete problem providing leadership in 
this formative period. 

“It was realized that the views held 

_ by individual companies on the proper 
_method of using multiple line powers 
varied to a great degree, and it was 
felt necessary to bring together those 
“companies which at the time desired to 
' work out these problems. The Multiple 
Peril Insurance Rating Organization 
' was created to help in this task.” 
Another section of the executive com- 
'mittee’s statement explains why MPIRO 
| was constituted as a separate rating or- 
| ganization. Until recently a company 
' was chartered to write exclusively fire 
and inland marine or casualty and, 
‘therefore, some fire companies organ- 
‘ized casualty running-mates, and vice 
'versa. “The kinds of insurance a fire 
'or casualty company can write are enu- 
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End Of Korea War; 
, U. S. A. Casualties 
fn Excess Of 139,000 


Deaths Were 26,000, But Fate of 
Missing and Prisoners 
Unknown 


WAR CLAUSE LITIGATIONS 


Most High Courts Took Position 
That Conflict Was War and 
Not “Police Action” 

The three-year conflict between mili- 
tary forces of the United Nations and 
the Communists ended on July 27 when 
delegates from both sides signed in 
Panmunjom, Korea, a truce terminating 
the hostilities. 
The conflict which waged 


across 
Korea started on the morning of Tune 
25, 1950, and was regarded by United 
Nations as the first open bid by world 


Moscow, to 


seize by force what it had been unable 


communism, directed by 
to achieve through political maneuver 

the southern half of the 85,000 square 
mile peninsula known as Korea. The 
Soviet Union equipped and trained an 
army of 400,000 men in North Korea and 
the United States undertook to equip 
and train a counter force. A meeting of 
United Nations Council on 


June 26 ordered a cease-fire and a with- 


Security 


Communists back of the 
South 


forces were driven from Seoul, Korean 


drawal of 
Thirty-eighth parallel. Korean 
capital. On June 28 President Truman 
ordered U. S. planes and warships to 
go to the aid of South Korean forces 
A day later the Security Council voted 
a resolution asking its members to fur- 
nish assistance to the South Koreans 
in order that peace and security be re- 
stored. Early on July 5 the first Amer- 
ican casualties occurred when our troops 
clashed with North Korean forces near 
Suwon. 


Interpretation of War Clauses 


3y the time the truce was signed be- 
tween Communists and United Nations 
delegates on Sunday morning last the 
cost to the United States had been high. 
The United States official battle casual- 
ties in these three years are estimated 
at 139,000, and they included more than 
26,000 deaths. How many of the U. S. 
force missing were killed or how many 
U. S. prisoners died in Soviet camps is 
not known. 

Interpretations of war clauses dif- 
fered and resulted in bringing of consid- 
erable litigation relative to claims. The 
insurance companies, under their war 


(Continued on Page 8) 
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NOT JUST A MORTGAGE ep 
ey 


HE CAN DO IT WITH. THE TRAVELERS 
MORTGAGE CANCELLATION 
PLAN 


| Assuring Him a Way to Keep His 
Home with a Free and Clear Title 





TN RT 


| 7 _ Ask your nearest Travelers Life Manager or General Agent 
- to show you the new and amazingly clear booklet which 

makes it easy for you to sell Mortgage Cancellation Insur- 
ance. It will help you help your client to protection—through 


The Travelers. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD ° CONNECTICUT 





















































Insurance on Families 
Too Small, Says Johnson 


ALLOCATE ONLY 3.6% OF INCOME 


Institute’s President Says Breadwinner’s 
Program Should Be 4 or 5 
Times Annual Earnings 
Good public relations for any business 
depend upon adequate distribution of 
its product on the basis of public de- 
sires, Holgar J. Johnson, president, In- 
stitute of Life Insurance, declared in a 





talk at Milwaukee before the annual 
gathering of Northwestern Mutual 
agents. He raised a question as to 
whether the distribution procedures of 


serve 


were adequate to 


life insurance 





HOLGAR J. JOHNSON 


the whole market, and thus give the 
public what it needs. Setting as a rea- 
sonable family goal an amount of life 
insurance equal to four to ‘five times the 
breadwinner’s annual earnings might, he 
suggested, help on both scores. 

“The public desires from us the satis- 
faction and peace of mind that comes 
from the assurance that through life 
insurance they have made _ reasonable 
provision for the future financial secur- 
ity of their families and themselves,” 
he said. “They want the sense of 
achievement that comes with that pro- 
vision. But how can they measure what 
is a reasonable provision ? 

“For 25 years or more, we have been 
relying on the needs philosophy in our 
selling. And it has been a potent factor 
in educating the public to the uses of 
life insurance and in spreading the pro- 
tection of life insurance to more and 
more families. Out of this philosophy, 
we have developed a pattern and prior- 
ity of needs and a system of program- 
ming that is helpful to families in their 
planning. 

“Through all this period we have 
been stimulating public desires, and we 
have been creating new policy pl ins and 
Procedures to meet them. And steadily, 
we have broadened our underwriting to 
make life 


insurance available to more 
people. 
“But, when a man has asked us, ‘How 


much life insurance should I own?’, we 
have been, perhaps, too quick to answer, 
‘That depends upon your needs.’ A per- 
fectly valid answer from our standpoint, 
but look at it from the standpoint of 
the man who asks it. May it not some- 
times be as frustrating as the rejoinder: 
‘You tell me?’ Moreover, in setting his 
needs as the measuring stick, are we 
giving enough consideration to his 
means, even though admittedly there is 
some relation between the two? 

“Out of our experience should we 
not be ready to advise the public what 





Northwestern Mutual Agents Association Meeting 


Sales Talks at N. W. Mutual Meeting 


Extracts from some of the talks made 
at Northwestern Mutual Life field conven- 
Milwaukee follow: 
Framingham, Mass., ap- 


tion last week in 

S. F. Greeley, 
pearing on a 
overcame his biggest prospecting prob- 


sales panel told how -he 


lem during his first year or two. in the 
business. He solved this by the way 
he handled office leads of “exchange 


and orphan policyholders” whose names 
had been furnished him by the company 
as having moved to Boston from other 
localities or whose agents were no 
longer in business. 

Mr. called on 
holders regardless of age or amount of 
they 
services. In the 


from 


Greeley these policy- 
offering his 
year he made 16 
Calling on 


carried, 
first 


insurance 


sales these insureds. 


such’ friendly overcame some 
of his lack of selling skill and kept him 
in constant contact with people. Since 
that first year he has continued visit- 
ing exchange and orphan policyholders 
regularly, selling $750,000 directly to 
them in six years. He also got many 
referred leads. 

Don’t Wait to Be All-Around Expert 


The accepted sequence in the train- 


persons 





would be a reasonably adequate goal for 
them to work toward in their life insur- 
ance programs? I would suggest an 
amount of life insurance equal to four 
to five times the annual earnings of the 
breadwinner. In doing this, we would 
be taking a long step forward toward 
meeting public desires, and would be 
earning goodwill through the greater 
satisfaction of our policyholders.” 

From the standpoint of adequacy of 
distribution, Mr. Johnson said, holding 
up such a goal to policyholders and 
prospects would appreciably raise the 
sights of people on the usefulness of 
life insurance. 

Average life insurance owned today, 
he pointed out, is only slightly more 
than one year’s income—roughly $5,400 
life insurance per family, as compared 
with _ income per family after 
taxes. He did not think that fixing a 
five-year income goal would deter people 
from setting up substantially larger life 
insurance programs where their means 
enabled them to cover their needs more 
fullv. 

“Currently, people are putting only 
about 3.6% of their incomes after taxes 
into life insurance and annuitv pre- 
miums,” Mr. Johnson said. “This is 
about the percentage of income that 
they have been devoting to this pur- 
pose over the last ten years. but it is 
appreciably less than in the three years 
before the war when the percentage of 
income used in this way averaged close 
to 5%. The comparison is another indi- 
cation, to my way of thinking, that we 
have not been doing an adequate dis- 
tribution job.” 

Citing recent ordinary sales figures, 
Mr. Johnson reported evidence of in- 
adequate coverage of the market as seen 
in the trend toward fewer and larger 
policies. He suggested that the business 
needed more sales and service outlets in 
order to serve the whole market, ex- 
pressing concern particularly lest the 
business upgrade its recruiting of new 
sales personnel so that “we do not cover 
the entire market.” Agency forces have 
been increased since the war, he said, 
but not in proportion to the gain in 
population. 





ing and development of the average life 
agent is to start selling activities with 
fundamental package sales, Howard D. 
Goldman, Richmond, Va., said. Then 
there should be following through to 
pragramming, planned incomes and into 
more advanced field of estate planning, 
taxation and business insurance. Be- 
cause of the long time element involved 
in painstaking study, and experience re- 
quired for such a transition, there has 
long existed a belief that business life 
insurance sales must be postponed until 
the agent has developed into the status 
of an expert in complete personal con- 
trol of the many legal, financial, tax and 
technical complications involved. 

In Mr. Goldman’s opinion this belief 
is wrong and many postpone too 
long the venturing into these fields. It 
is not for the so-called experts alone, 
but for every sound agent who will 
prospect for and seek opportunities to 
present these coverages to the thou- 
sands of healthy, financially available 
prospects. The average prospect is the 
so-called smaller business man_ and 
countless thousands of smaller business 
enterprises. 

He explored a few ideas. One is cre- 
ated by Federal legislation amending 
the 1951 Revenue Act by adding the 
relief provision which permits a stock 
redemption under certain circumstances 
without creating a taxable dividend. In 
the case of personal service businesses, 
many of which are usually liquidated ar 
the death of the principal stcckholder, 
he suggested the use of corporate earn- 
ings to buy corporation insurance which 
coverage is in effect personal life insur- 
ance 

The 1951 Revenue Act also created 
“another bonanza” with a provision al- 
lowing employers to pay up to $5,000 
to beneficiaries of a deceased employe, 
deduct the amount paid as an expense, 
the payment being free to the bene- 
ficiary. 


too 


Puts Presentations in Writing 


Wilbur S. Marshall, Colorado Springs, 
told the convention that he prefers put- 
ting his presentation in writing as it 
compels him to do a complete job of 
illustrating the prospect’s picture in the 
first place. Three distinct advantages 
to prospect or client are, it gives him 
a permanent record to which he can 
refer, proves that agent has a siricere 
interest in him, and solution of hig 
problem is before him at all times to 
see. It also helps agent make presenta- 
tion in a logical manner easily under? 
stood by prospect. ‘ 

A. Gramm, Amery, Wis., said he 
uses two graphs in presentation for 
education of prospect and his wife. This 
has the advantage of concentration on 
the graphs instead of the interview at- 
tempting to cover too much ground. 

Sound Platform of Living 

K. L. McGooden, McCook, Neb., said: 
“The approach we make and the comé4 
modity we sell do not ultimately depend 
upon the prospect so much as they de- 
pend upon us. We know the needs of 

(Continued on Page 6) 





Ken Roberts Lives’ Leader 


J. Kenneth Roberts, district agent, 
Fond du Lac, Wis., is president of 
Northwestern Mutual Life’s Marathon 
Club. He began with company as a part- 
timer when a barber in Princeton, Wis., 
another activity of his being running a 
band which played in numerous towns. 
Then he became a full-timer and became 
one of America’s most successful agents. 

At the Northwestern Mutual Life’s 


Grant L. Hill Sees Great 


Life Insurance Sales Future 





GRANT L. 


HILL 


In his closing talk before Northwest- 


ern Mutual Life’s field convention in 
Milwaukee last week Grant L. Hill, vice 
president and director of agencies, 


pointed to business and industry as rep- 
virtually un- 
size for 


resenting “a whole 
field of 


new, 
scratched tremendous 
life business. 

A new appreciation of the many uses 
business-wise for life insurance is ap- 
parent, he said. About one-third of the 
company’s new premium income is com- 
ing from the corporate dollar for such 


insurance programs as pension trusts, 
profit-sharing plans, keymen indem- 
nification, stock retirement and other 


business needs. 

In discussing the Northwestern 
tual’s record he said there have been 
17 consecutive monthly gains. He could 
see nothing but greater sales achieve- 
ments in the future. 


Mu- 


Simple Trust Agreements 
Discussed by V. J. Arends 


Verne J. Arends, assistant secretary of 
Northwestern Mutual Life, told its field 
convention last week that pension trusts 
can be simple and are better that way. 
Streamlined small cases can be handled 
by many agents without taking them out 
of the Ordinary life insurance business 
and it is a good supplement to regular 
income of the agent. In many cases 
they may result in collateral personal 
and business insurance sales. 

He said that in the fall the company 
will release a simple trust agreement for 
small cases. It will be a sample 3%4-page 


trust agreement and tax kit. He said 
that half the new trusts sold in the 
past 18 months were handled by non- 


specialists. 





field convention last week he discussed 
the application of the Family Income 
policy to the field of mortgage retire- 
ment. “The Family Income plan policy 
rings the bell in the mortgage retirement 
plan set-up,” he said “as the values of 
the policy are commuted on one sum 
settlement, but when you start talking 
_— protecting his home for his family 
in case of his death men are all set to 
Saline to you. I always explain to these 
prospects that everyone who has any 
interest in his property is protected ex- 
cept his own family should anything 
happen to him.” 
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General American Makes 


Des Moines “Multiple” City 


RICHARD C. STRAUSS 


Louis 
gen- 


Life of St. 
Strauss, 


General American 
has appointed Richard C. 
agent of the “multiple agen- 
operation in Des Moines. The 
company establishes multiple agencies 
in key cities within its oper ating terri- 
tory in order to render more intensive, 
increased service to its policyholders. 
With the appointment of Strauss, Des 
Moines becomes such a key city. 

The company has also announced the 
association of Chris F. Keller, Rollie M. 
Slotten, Frederick G. Kessener, Larry 
Baldus, and W. E. Hoopengardner, as 
district managers in the Strauss Agency. 

Mr. Strauss entered the insurance field 
in 1939 as agency supervisor with Mutual 
Benefit Life. Since 1945 he has been 
assistant manager of the Des Moines 
offices of Connecticut General Life. 

A graduate of the University of Iowa, 
Mr. Strauss is a member of Des Moines 
Association of Life Underwriters, and 
the Des Moines Estate Planning Coun- 
cil. He is president of the Community 
Chest Agency Board and a_ former 
president of the Des Moines Junior 
Chamber of Commerce. 


eral new 


cies” 


Mutual Benefit Life Now 


Licensed in New Mexico 
Mutual Benefit Life, Newark, N. J., 
announced last week that it has com- 
plied with all necessary statutory re- 
quirements and can now do business in 
New Mexico. 
Although the 
diate plans for 
state, it is now 
and the District of 


company has no imme- 

sales activity in that 
licensed in all 48 states 
Columbia. 


Shenandoah Life Gains 


A 53% gain in Ordinary written busi- 
ness for the month of June over June, 
1952, was reported by the Ordinary divi- 
sion of Shenandoah Life of Roanoke, 
Va. G. Frank Clement, vice president 
in charge of agencies, said that the 
total Ordinary business written in June 
this year amounted to $2,140,706 com- 
pared to $1,399,215 in June, 1952. Ordi- 
nary paid business for June showed a gain 
of 64% over June, 1952. The figures be- 
ing: $1,663,788 compared to $1,015,527. 

For the year through June 30, Ordi- 
nary written business of Shenandoah 
Life totaled $12,200,508 cempared to 
$10,055,376 in the corresponding period 
of 1952. This was a gain of 21% for 
the six-month period. Paid business in 
the Ordinary division for the six-month 
period through June 30 this year 
amounted to $9,083,195 compared to $7,- 
437,156 in the corresponding period last 
year. This was a gain in paid business 


of 22% 


ALBERT YOVITS TO RETIRE 


Lowenstern-Mintzer Agency Will As- 
sume the Management Responsi- 
bilities of the Agency 
Albert Yovits, who has been with the 
Security Mutual for 30 years, will retire 

as general agent on September 30. 
Benjamin Lowenstern and William 
Mintzer of the Lowenstern-Mintzer 
Agency will assume the management re- 
sponsibilities of the Yovits Agency and 
the active leadership of that 
1, at the same loca- 


East 40th 


take on 
agency on October 
tion as the Yovits Agency, 15 
Street, New York. Both Mr. Lowen- 
stern and Mr. Mintzer formerly held 
supervisory positions with the Yovits 
Agency prior to becoming general 
agents for the Security Mutual in 
1941 and are well known to the agents 
and brokers of the Yovits organization. 
Mr. Lowenstern and Mr. Mintzer are 
well qualified for their new responsibili- 
ties by virtue of their background and 
experience and all agents and brokers 
will enjoy the same status with the 
Lowenstern-Mintzer Agency as they en- 
joyed with the Yovits Agency. 

Albert Yovits will remain with the 
Security Mutual as general agent em- 
eritus and will maintain his offices with 
the Lowenstern-Mintzer Agency where 
he will be available to his clients, friends 
and associates. 


Midland Mutual at New Top 


Midland Mutual Life of Columbus, O., 
now has over $250,000,000 of life insur- 
ance in force, it was announced by 
President George W. Steinman. During 
the first six months of 1953, new paid- 
for business amounted to $15,491,214— 
an increase of 16.1% over the same pe- 
riod last years. The Columbus agency, 
headed by Herman O. Tice, was the 
leading agency for the first six months. 


Supplementary Contracts Upheld 


By JoHN BarKER 
Attorney at Law 


Haughton Bell and his associates in 
the law department of Mutual Life In- 
surance Co. of New York, and James 
Ewing of Alexander and Green, have 
performed yeoman service for life in- 
surance in a clear, succinct and mas- 
terly brief filed in the Appellate Divi- 
sion of the New York Supreme Court 
which in the case of Hall vs. Mutual 
Life, in May, 1953, confirmed the points 
made by these attorneys and upheld the 
validity of a supplementary contract 
made by the beneficiary covering life 
insurance proceeds. 

In this case the proceeds of a policy 
on the life of her father were payable 
to Barbara Hall in a lump sum, the 
policy containing clauses giving a bene- 
ficiary a right to elect settlements. 

She elected an interest settlement with 
interest payable to herself during life- 
time with power to her to withdraw 
‘principal in amounts not less than $250 
each and payment over at her death to 
her husband, Albert A. Hall, later di- 
vorced from her, and the company and 
Barbara signed a_ settlement contract 
embodying this election. 

Justice Eder of the New York Su- 
preme Court decided that this contract 
which varied from the terms of the 
option in the policy by providing Bar- 
bara should receive quarterly instead of 
annual interest as described in the op- 
tion and giving her partial withdrawals 
of principal instead of one total with- 
drawal as the option provided, was not 
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a supplementary but a new contract and 
ambulatory and passing funds at death 
without the formalities of a will and 
accordingly void, 

The Appellate Division in the case 
we are chronicling reverses Justice 
Eder and gives validity to the supple- 
mentary contract as an optional mode 
of settlement included in the business of 
life insurance under the New York In- 
surance Law, Section 46, Subdivision 1, 
and a transaction of “very high public 
interest in the extension of the life in- 
surance system, as a major provision for 
thrift and security for individuals and 
families.” The court continues: 

“Part and parcel of this system for 
many decades, is the optional mode of 
settlement, with power to make gift 
over of the unused principal. This is no 
evil to be hobbled; no course of conduct 
with incidence of recurring injustice to 
be limited by safeguards, slowing but 
necessary. ... 

“The supplementary contract is a 
valid extension of the policy of insur- 
ance providing for the continued de- 
posit of the fund for the purpose of 
paying interest thereon, and the gift 
over on the death of the policy bene- 
ficiary is not subject to the statutes gov- 
erning the making of testamentary dis- 
positions.” 

The only previous case deciding the 
status of a similar supplementary con- 
tract and validating same was Mutual 
Benefit Life vs, Ellis, 125 F. (2d) 127 
(1942). There have been favorable dicta 
in other cases and the institution of life 
insurance may well rejoice that the law 
is developing in ways favorable to this 
widespread service for beneficiaries and 
their families. 

(Editor’s Note: John Barker was for 
twenty-nine years vice president and gen- 
eral counsel of Berkshire Life, and during 
that time, at round tables and in papers 
before the Association of Life Insurance 
Counsel, affirmed the validity of supplemen- 
tary contracts like that in the Hall case. 
He has expressed satisfaction at another 
decision in favor of life insurance prac- 
tice.) 





JOINS OCCIDENTAL LIFE 

-aul S. O'Dell, former Equitable Life 
Assurance Society agent, has been ap- 
pointed assistant manager of Occidental 
Life of California’s San _ Francisco 
branch office A navy veteran, Mr. 
O’Dell was with the Equitable over five 
years, and was employed for six years 
by Eastern Airlines, Inc. 

















Mass. Mutual Announces 
New Production Records 


PRESIDENT KALMBACH REPORT 





Ordinary Production Increased By 17.6% 
At Half-Year Mark; Group Sales 
Over $64 Million 





Massachusetts Mutual Life sold over 
a quarter of a billion dollars of Ordinary 
and Group life insurance during the first 
six months of this year, President Le- 
land J. Kalmbach told the company di- 
rectors at the board’s recent quarterly 
meeting. The chief executive reported 
that Ordinary sales of $193,732,388 and 
Group sales of $64,553,533 making a 
combined total of $258,285,921 consti- 
tuted the largest six months’ production 
in the company’s history. 

Ordinary production was up 17.6% 
over the same period last year, while 
Group sales increased 95.4% for a 30.6% 
over- -all increase. Seventy of the com- 
pany’s 89 agencies delivered more busi- 
ness than in the first six months of 
1952, and 64 reported more than a mil- 
lion dollars of new Ordinary business 
for the first half of the year. The Los 
Angeles agency produced the largest 
volume of new Ordinary business dur- 
ing the period, followed by the Simon 
Agency of New York City, Atlanta, 
Newark, and the Jordan Agency of 
Chicago in that order. 

Total insurance in force in the com- 
pany increased by $167,297,645 to $3,- 
792,099,075. Ordinary insurance in force 
was $3,482,019,873, and Group, $310,079,- 
202. Eighty-seven agencies increased in 
size during the six months. 

Total receipts for the six months were 
$129,192,348, of which $71,058,456 was 
premium income. Nearly 80% of the 
company’s disbursements were payments 
to policyholders and _ beneficiaries. 
Among the expenses incurred by the 
company, $2,345,445 went for Federal 
income taxes. 

President Kalmbach made special ref- 
erence to the company’s mortality ex- 
perience, stating that death claims re- 
ported during the period amounting to 
$14,169,498 on 2,210 lives were substan- 
tially under those of a year ago. He 
said that this fact was particularly im- 
pressive in view of the increased volume 
of insurance the company now has on 
its books. 

Bonds amounting to $71,965,908 and 
showing a 4.11% yield were purchased 
during the period. This compares with 
purchases of $68,481,033 and a yield of 
400% a year ago, on a book value basis. 
Commitments for new mortgage loans 
totaling $50,749,974 were made during 
the six months with a resulting average 
return of 4.63%. Mr. Kalmbach told the 
directors that the average yield on all 
new investments made since January 1 
was 4.32%. 


Prudential Enrollment 
For LUTC Sets Record 


A record breaking group of 3,100 
Prudential fieldmen have indicated an 
intention to take Part I or II of the 
Life Underwriter Training Council 
courses which will begin in October, 
the company reported. This tops by 
more than 1,000 last year’s enrollment 
of 1,800 and indicates that three out of 
every ten insurance men enrolled in 
LUTC this year will be from The Pru- 
dential, 

In addition, close to 500 Prudential 
representatives intend to take one or 
more parts of the Chartered Life Under- 
writer courses, in preparation for the 
examinations next June. 

Represented in The Prudential groups 
are Ordinary and district agency mana- 
gers, assistants and agents. 

More than 14% of the company’s en- 
tire district and Ordinary agencies field 
sales force will be enrolled in the two 
industry-wide courses. 


NALU Statement on Revenue Laws 


National Association of Life Under- 
writers has filed with the House Com- 
mittee on Ways and Means a statement 
of suggestions for improving the In- 
ternal Revenue Code with reference to 
the 3% annuity rule and pension and 
profit-sharing treatment provided by sec- 
tion 165 and 23(p). American Life Con- 
vention and Life Insurance Association 
of America had previously filed a memo- 


randum on the same subject. The NALU 
statement said in part: 

“We feel that the plan suggested by 
the ALC and the LIAA is well con- 
ceived and susceptible of relatively sim- 
ple administration and, above all, would 
provide a vastly more equitable method 
of taxing annuity income than is pro- 
vided by the 3% rule. At the same time, 
however, the suggested plan, like the 3% 
rule, is still based upon a premise with 
which we are in_ fundamental disagree- 
ment, namely, | that an_annuitant_ receives 
‘income’ prior to the time when he re- 
covers the entire amount of capital that 
he has invested in the purchase of his 
annuity. 

“Viewing the matter from the stand- 
point of economic reality, we fail to see 
how an annuitant can properly be 
charged with having received any in- 
come, taxable or otherwise, unless and 
until he first recovers the entire con- 
sideration that he has paid for his 
annuity. In the event of his death be- 
fore reaching that point, the best that he 
can expect (and then only if he has pur- 
chased a refund annuity) is that the is- 
suing company will pd tomhis estate 
or beneficiaries an amount or amounts 
which, when added to the annuity pay- 
ments that he himself has received, will 
exactly equal the capital that he origi- 
nally paid for the annuity. Even then, 
however, it will be found that he has 
been forced to report as taxable income 
during his lifetime money which actually 
represented nothing more than a return 
of principal to him. 


Cites Example 


“For example, let us take the case of 
a man 60 years of age who invests $22,- 
836 in the purchase of a $1,200 refund 
annuity. He collects five annuity pay- 
ments, aggregating $6,000, of which he is 
obliged, under the 3% rule, to report as 
taxable income a total of $3,425.40, the 
remaining sum of $2,574.60 presumably 
representing the return of his principal. 
However, if he should die at this point, 
his estate or beneficiaries would not re- 
ceive the sum of $22,836 minus just the 
‘principal’ of $2,574.60 that he had there- 
tofore been deemed to have recovered 
but, rather, $22,836 minus $6,000, which 
latter sum’ would include not only the 
$2,574.60 of recovered ‘principal’ but also 
the so-called ‘income’, or interest’, ele- 
ment of $3, 425.40. Thus, it seems obvious 
that neither in theory nor in fact could 
this annuitant properly be deemed to 
have reecived any ‘income’ at all from 
his annuity during his lifetime. A forti- 
ori, if he had purchased a straight life 
annuity, which, of course, has no refund 
feature. 

“In these circumstances, therefore, we 
earnestly recommend a return to the 
pre-1934 method of taxing annuity in- 
come, under which an annuitant will be 
permitted to recover, tax-free, the pur- 
chase price that he has paid for his 
annuity and will thereafter be required 
to report as taxable income all annuity 
payments received by him. We believe 
that this method is not only the only 
basically fair method of taxing annuity 
income but also the simplest to admin- 
ister and by far the most understandable 
to the average annuitant. 


“In conclusion, however, we should 


like to make it clear that in the event 
that our recommended return to the pre- 
1934 method is not adopted, we very 
much favor, as a strong second choice, 
the adoption of the alternative method 
presented to you by the American Life 
Convention and the Life Insurance As- 


sociation of America in their statement 
of July 14.” 


Pension Plans 


NALU also made some suggestions on 
amending the law applying to pension 
and profit-sharing plans among them the 
following: 

“Section 165(b) provides that in the 
case of a trust meeting the requirements 
of Section 165(a), if the total distribu- 
tions payable with respect to any em- 
ploye are paid to the distributee within 
one taxable year on account of the 
employe’s separation from service, the 
amount by which such distribution ex- 
ceeds the amounts contributed by the 
employe himself shall be treated as a 
long-term capital gain. There appears 
to be no logical reason why the same 
sort of tax treatment should not be 
accorded to similar distributions made 
under non-trusteed employes’ annuity 
plans, and we, therefore, recommend 
that Section 22(b) (2) (B) be appropri- 
ately amended to correct this incon- 
sistency. We further recommend that 
any such amendment provide for this 
long-term capital gain treatment not 
only where the distribution is made in 
one taxable year as a result of the em- 
ploye’s separation from the service of 
his employer but also where such dis- 
tribution is made as a result of (1) the 
employe’s death, either before or after 
his separation from the service or (2) 
the termination of the annuity plan.” 


U. S. Life Names in Miami 
Reynolds-Myers Agency Co. 


United States Life has appointed the 
Reynolds-Myers Insurance Co. in 
Miami, Fla., which is one of the largest 
agencies in Florida, offering a complete 
line of general insurance. The princi- 
pals, Will B. Reynolds and Frank G. 
Myers are well known among insurance 
circles in that area. 

The agency has now expanded its op- 
erations by adding U. S. Life’s broad 
coverages in Ordinary, Group and Acci- 
dent and Health. Burr Rubey will handle 
this phase of activity for the agency. 

Mr. Rubey joined the real estate 
business in 1930. In 1935 he became 
claims adjuster for the Fire Companies 
Adjustment Bureau. In 1937 he joined 
the legal department of the Great 
American Indemnity Co. in New York. 

Mr. Rubey became claims investigator 
for the Continental Caasualty in 1939 
and from 1942 to 1946 he served as 
agency secretary for the company in 
New York. He transferred to the Con- 
tinental Assurance and was promoted 
to field supervisor in 1950. 

Mr. Rubey is a member of the New 
York Life Underwriters Association. He 
is married, has two sons, and lives in 


Miami. 


Delaware Ordinary Leader 

Delaware showed the greatest rate of 
increase in Ordinary life insurance sales 
in June with Michigan in second place 
and New Mexico, New York and Wash- 
ington tied for third place, it is reported 
by the Life Insurance Agency Manage- 
ment Association, which has analyzed 
June sales by states and leading cities. 
Countrywide, Ordinary business in- 
creased 24% in June, compared with 
June, 1952, while Delaware sales gained 
69%, Michigan 33% and sales in the 
next three states gained 29%. 

For the first six months, with national 
Ordinary sales up 20% from the year 
before, Nevada led with an increase of 
42%, with Delaware in second place, 
up 30% from the corresponding period 
of last year. 

Among the large cities, Detroit showed 
the greatest rate of increase for June, 
with a gain of 33%. Los Angeles was 
second, with purchases up 28%. Detroit 
also led for the six months with a gain 


of 36%. 


Equitable Society 
Paper in New Dress 


“AGENCY ITEMS” NOW IN COLOR 





Henry Lloyd Made Editor; Post Once 
Held by William Alexander and 
Arthur Reddall 





“Equitable Agency Items,” 
publication of the Equitable Society, one 
of the oldest company agency periodi- 
cals having been published for 47 years, 


agency 


has come out in a new, attractive format 
with color added to its pages, a colored 
cover and attractive illustration. The 
word “Agency” is added to its former 
name as a “renewed dedication as the 
voice of Equitable men and women in 
the field.” The bright color makes the 
interesting, newsy and informative con- 
tents seem even more so in its new 
dress. 

Recently “Agency Items” was taken 
over from the Advertising Department 
and brought under the Sales Promotion 
Division of the Agency Department, di- 
rector of which is Second Vice President 
Charles R. Corcoran. Henry Lloyd, 
made editor at the time of the change- 
over, has been identified with “Agency 
Items” for 20 years, having been with 
Equitable Society for 26 years. Thomas 
F. Lavin is assistant editor. Richard E. 
Sieber is responsible for the art work. 
He also does the art work and format 
design for all the sales promotion pieces 
brought out by the Society. The new 
format of “Agency Items” was the 
work of the “Items” staff. 

At one time “Agency Items” had as 
its editor, William Alexander, for many 
years secretary of Equitable Society, 
and one of the most distinguished and 
cultured life insurance men of his time. 
In fact, he founded “Equitable Items” 
and wrote its leading articles for many 
years. He was the author of several 
books on life insurance selling and was 
a frequent contributor to The Eastern 
Underwriter. 

Another well known life insurance 
man who was editor of “Items” was 
Arthur H. Reddall, assistant secretary 
of Equitable Society who for many 
years worked with Mr. Alexander and 
succeeded him as editor until Mr. Red- 
dall’s retirement in 1945. Since that date 
no name has appeared as editor in 
“Agency Items” until HenrysLloyd was 
formally named recently although he and 
his associates had been producing the 
paper throughout, those years. 


Leading Producers of 
National Life of Vermont 


National Life of Vermont has an- 
nounced the names of its 15 top field 
representatives who by virtue of their 
volume of sales comprise the company’s 
1953 - 54 Agents Executive Council. 

Because he heads the list in produc- 
tion, Neil C. Croonquist, Minneapolis, 
assumes automatically the presidency of 
the Council, an honor he has won twice 
previously. He has qualified for the AEC 
six times, each year since the organiza- 
tion was founded. 

John T. Wolf, Los Angeles, a three- 
time qualifier, is vice president, and 
Francis T. Fenn, ‘ie CLU, Hartford, a 
six-time qualifier, is secretary-treasurer 

The other members of the Council are, 
in order of individual production, as fol- 
lows (figures in parentheses indicate 
number of years of membership): Mer- 
rill W. MacNamee, CLU, Chicago (1); 


E. Price ae. CLU, Virginia State 
Agency (6); James D. Fluker, Atlanta 
(4); Horace E. DeLisser, New York- 


Bender Agency (2); George H. Mc- 
Whirter, CLU, Atlanta (5); Edward M. 
Cavaney, Manchester, N. H., (2); Leigh 
T. Bair, CLU, New York-Hodes Agency 
(3); Bill W. Frederick, Atlanta (1); 
Donald C. Ballou, CLU, New Canaan 
(1); Lewis C. Hall, Atlanta (2); Regi- 
nald S. Koehler. Tr., CLU, Pittsburgh 
(1); Edward J. Hanna, Jr., Manchester 
(1 
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Management of Common 
Stocks Investments 


NEW BOOK BY TWo PROFESSORS 


Cottle and Whitman Volume Has to 
Do With Timing Formula 
Plan Approach 

Results of a six-year research project 
covering various formula plans for man- 
aging common stock investments are 
contained in a book just published, writ- 
ten by the two professors who directed 
the study. It is called “Investment Tim- 
ing—the Formula Plan Approach.” Pub- 
lisher is McGraw-Hill Book Co. 

This research was undertaken at 
Emory University by Professor C. Sid- 
ney Cottle and Professor W. Tate Whit- 
man and during the last three years 
was financed in large part by funds 
from the Life Insurance Association of 
America, the Committee of Emory Uni- 
versity and the University Center in 
Chicago. The sponsorship by the life 
insurance companies was prompted by 
recent changes in the New York insur- 
ance laws permitting purchase of com- 
mon stocks, within limitations, by the 
life insurance companies. The objective 
was to weigh the degree of protection 
afforded under various formulas for the 
cyclical timing of such investments. 


Three Major Formula Plans 


While the book is a highly technical 
analysis of the chief formula plans for 
common stock investment, certain gen 
eral deductions and recommendations 
are included. 

It is pointed out that there are three 
major formula plans: the constant-ratio 
plan which seeks to maintain a pre- 
determined stock and bond relationship; 
the normal-level, variable-ratio plan, 
which does not require a constant stock 
and bond ratio, but establishes a normal 
level for the stock market, above which 
stocks are sold and below which they 
are bought; and the non-norm, variable- 
ratio plan, which determines a_ broad 
range for the market within which 
stocks and bonds will be bought and 
sold. 

Conclusion of the two researchers is 
that, for those seeking maximum pro- 
tection for the cyclical (not short term) 
timing of their stock investments, the 
constant-ratio plans seem best. These 
plans are characterized by their depend- 
ability, though they consequently lose 
some of the possibilities for capital ap- 
preciation. On the other hand, for 
those who can assume greater risks in 
timing in return for a possible greater 
appreciation, a variable-ratio plan is 
seen by the authors as helpful. 

The analysis shows that the cyclical 
risks of investing in common. stocks 
have been greater in the last quarter 
century than in any other period of his- 
tory and consequently  stock-market 
“timing” has been widely adopted in an 
attempt to provide for such risks. 


NAMED BROKERAGE MANAGER 
Jack V. Renwick, Occidental Life of 
California agent in San Antonio, Texas, 
since 1950, has been appointed brokerage 
manager in the firm’s branch office 
there. Mr. Renwick will work with 
3ranch Manager A. D. Anderson. 


Provident Mutual Pays 
First A. and S. Claim 





Provident Mutual Life of Philadel- 
phia paid its first accident and sickness 
claim less than three months after issu- 
ing its first policy. The claim arose as 
a result of an injury suffered by the 
only a few hours after the 
policy, a Compensator 2 for $300 a 
month income, was delivered to him. 

Leonard E. Ray, Jr., Lexington repre- 
the company’s Kentucky 
agency, is shown here presenting a 
check to Dr, William C. Bryant, Louis- 


the 


insured 


sentative of 


ville, insured. 


Extend Company Tax Law 

Washington—Congress last week took 
the first step toward a one-year exten- 
sion of the 6%% “flat percentage” 
formula for the taxation of life insur- 
ance companies, and no difficulty was 
anticipated to arise to block enactment 
before adjournment. 

The House passed the measure as 
part of a “catch-all” bill of various non- 
controversial revenue proposals, and the 
Senate was expected to follow suit after 
the Finance Committee early this week 
cleared the legislation. 

If the stop-gap formula were not kept 
in force, a highly unsatisfactory 1942 
law automatically would go into effect 
once more. It was this law which in 


1947 worked out in such a way to com-@ 


pletely relieve the industry of all income 
tax liability, leading to Congressional ac- 
tion which resulted first in adoption of 
the so-called “average valuation rate” 
formula, based on industrywide invest- 
ment income experience, and then in 
1951 the present temporary measure, 
pending development of a permanent 
formula. 

The “flat-percentage” method, which 
was extended to cover 1952 and now is 
slated for a new life through 1953, pro- 
vides for a tax rate of 334% on the 
first $200,000 of investment income of 
each individual company, and a rate of 
6%% on all investment income over 
$200,000. 


York 38, N. Y. 





ASSISTANT or ASSOCIATE MEDICAL DIRECTOR by 
long established, medium size New England LIFE INSUR- 
ANCE COMPANY. Applicant must have broad experience 
in Medical Underwriting of LIFE and, possibly, A & H busi- 
ness. Write giving biography, details, financial requirements, 
etc. All inquiries will be treated confidentially. Address Box 
2178, The Eastern Underwriter, 93-99 Nassau Street, New 








Northwestern Mut. With 155 
Has Most Members of MDRT 


At the annual field meeting of North- 
western Mutual Life in Milwaukee last 
week Vice President Grant L. Hill an- 
nounced that the number of members 
of the Million Dollar Round Table who 
are representatives of his company is 
155. This gives Northwestern Mutual a 
larger MDRT membership than any 
other company. During the last club 
year the partnership of N. H. Seefurth 
and Ben S. McGiveran, Chicago and 
Milwaukee, won the honor for gross 
volume, including employe trust busi- 
ness. Paid-for production of this part- 
nership was $8,692,570 on 3,653 lives. 


Northwestern Mutual 


(Continued from Page 3) 


this man are similar to those of other 
men, even though the situation may at 
the moment of the interview appear 
different to him. To sell, we must ap- 
peal to the kind of men they reaily are. 
To render the best service we must also 
appeal to the men they ought to and 
can be. Life insurance puts a sound 
platform under all of the operations of 
human living, makes success more prob- 
able, more easily obtainable. And life 
insurance doesn’t deal with a single as- 
pect of life, but with life itself.” 
Nathan H. Burgheim of St. Louis, 
urged agents to obtain the help of com- 
petent attorneys, accountants and trust 
officers on cases and to work elosely 
with them on details of specific cases. 
“Successful business men __ today 
scarcely make a financial move without 
consulting their attorneys and account- 
ants regarding the tax consequence,” 
he said. “Because of professional ethics, 
lawyers cannot be the aggressors in sug- 
gesting tax relief, but we in the insur- 
ance business have unlimited opportuni- 
ties to point out tax advantages to our 
clients. Furthermore, these lawyers may 
become quite impressed with the agent’s 
know-how in this field and will give 
suggestions of other likely prospects the 
agent can see. However,” warned the 
speaker, “in your zest to save your 


Manager of Agencies 
Great Southern Life 


Great Southern Life of Houston has 
appointed F. V. Olnhausen, agency as- 
sistant since 1950, 
to be manager of 
agencies, it is an- 
nounced by Pat 
Mm. “Gr € Say 
wood, president of 
the company. 

Mr. Olnhausen 
joined Great 
Southern Life as 
a producer in 1946 
after four years 
in military serv- 
ice. He has been 
one of the leading 
producers of the 
company and was 
a member of the 
first Agents Advisory Council, is active 
in Life Underwriters Association work 
and is a graduate of Agency Manage- 
ment Schools. 


F. V. Olnhausen 


R. L. Meares Retires 

Richard L. Meares, a vice president of 
American United Life, is retiring August 
1 from home office duties at Indianapo- 
lis. 

A resident of Indianapolis since 1942, 
Mr. Meares was treasurer of Downtown 
Christ Church, on the finance committee 
of the diocese seven years and is in his 
26th treasurer of 
Knights of Pythias Lodge. 

He and Mrs. Meares are moving to 
Wilmington, N. C., his home town. He 
has been a director of American United 
15 years and was chairman of the 
finance committee, devoting his time to 
mortgage loans and corporate invest- 
ments. He is retiring under the company 
pension plan, 


year as national 





client a few dollars in taxes, be careful 
that you do not cost his estate or bene- 
ficiaries many times the amount because 
of poor estate arrangement.” 
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“He brought us together . . . and kept us together. Without 
his thoughtfulness, we'd have lost touch years ago. Remember 
when Mary’s Dad died? How she moved away, went to work 
instead of school, dropped out of the crowd? Dad didn’t let that 
happen to me. He knew how important it is for a girl to keep the 
friends she grows up with. He—and his insurance man—made 
sure my life could follow the pattern he designed for it. Yes—Dad 


made ‘us’ happen, really. Let’s never stop thanking him.” 


This family-in-the-making — will 
always feel pride and gratitude 
toward a foresighted Father—and 
a wise insurance man who helped 
him set up a sound program. 


@) Etna Jife ) 


(C entennial ) 


1953 9 





ETNA LIFE INSURANCE COMPANY 
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Start Major Study of 
Social Security Plan 


HOUSE SUBCOMMITTEE HEARING 


Representative Curtis Says Main Study 
Will Be Launched Sometime 
in Fall 


Washington — A House Ways and 


Means subcommittee last weekend held 


two days of hearings on two major 


fundamental problems concerning in- 


come for the aged, population trends 


and provisions of the present tax laws 


with regard to treatment of retirement 


income funds. 
step in an over-all 


Social Security 


This was the first 


study of the entire sys- 
subcommittee, which is 
Carl T. Curtis (R., 
complete the 


tem by the 


headed by Rep. 


Neb.). Curtis hopes to 
study in time to make legislative recom- 
committee for 


Security Act 


mendations to the full 
revisions in the Social 
early next year. 

Next phase of the hearings is not ex- 


pected to open before late fall, Curtis 
innounced. He explained, in opening 
the hearings, that these background sub- 


jects were important because they could 


develop vital statistics concerning the 
aged directly bearing on the problems 
of Social Security. 


Early Calculations Wrong 


He « emph asized that census calculations 
on population trends used in shaping 
the Social Security Act 18 years ago 
had proved to be far off the mark with 
regard to shifts in the age and sex 
composition of the nation’s population. 

And in 1934, he pointed out, actuaries 
estimated that in 1950 the total popu- 
lation of the country would approximate 
141 million; actually, there were 151 
million reported by the 1950 census. A 
further estimate on the expected num- 
ber of people over 65 in 1950 also turned 
out to be wrong by about 1.5 million. 
The actuaries there would be 
10.8 o these aged; the 1950 census 
more than 12.2 mil- 


guessed 
showed 
lion, 

\nd by 1975, the number of aged 
probably will reach 20,700,000, and per- 
haps as much as 5 to 10% higher, the 
subcommittee was told by a Census 
Bureau official, Henry S. Shryock, ir. 
who ‘ribed all the factors affecting 
population trends. 


] ‘ . 
there were 








Look Into Tax Angles 


At the testimony was 
given by officials of the Internal Rev- 
enue Service (new name just given the 
Bureau of Internal Revenue) with re 
gard to treatment under the Internal 


second session, 


Revenue Code of annuities, pension, 
a sharing and stock bonus trusts, 

ncluding permissible tax deductions for 
such approved retirement plans. 


\bout 10 million employes are covered 








by the 20,000 or more benefit plans 
which have been approved for special 
tax-exemption privileges under section 
165 of the Code, according to Harold 
Swartz, director of the IRS technical 
division 
lition, it was pointed out, OASI 
vad retirement benefits are tax- 
exempt. 
Mr. Swartz acknowledged that the tax 
treatment of the 165-approved plans 
gives the ple covered by these plans 





idva > over those who are not 
participants in such benefit plans. 

This comparison was one of the major 
objectives of the hearings, as outlined 









by Curtis, who said the subcommittee 
wanted to “discover if the tax laws offer 
equal inducement to all workers to pro- 


vide for their old age and whether dif- 
ferent types of income of retired work- 
ers receive the same tax treatment. ... 
Do our tax laws, in their operation, 
treat all individuals equally with respect 
to providing through their own efforts 


>” 


tor old age and retirement ? 


Elmer G, Leterman Writes A Book 


New York Insurance Producer Calls It “The Sale Begins 
When the Customer Says ‘No’” 


Frank Bettger of the Fidelity Mutual 
Life made such a hit with his book on 
salesmanship that it is obvious that 
some other agents would be tempted to 
enter the literary field, and a new one 
from the pen of Elmer G. Leterman 
of this city, long a writer of big pro- 
duction, has made its appearance. Its 
title is strikingly good—“The Sale Be- 
gins When the Customer Says ‘No.’” 
From the press of Greenberg- Publisher, 
New York City, it contains a foreword 
written by Eric G. Johnston, president, 
Motion Picture Association of America, 
Inc. 

The offices of the E. G. Leterman Co. 
are at 30 Rockefeller Center. Over the 
years Mr. Leterman has written many 
millions of life insurance and at one 
time was Ordinary leader of two com- 
panies at the same time. Currently, most 
of the business of his office is in Group 
insurance. Among companies in which it 
places business are Union Central, State 
Mutual, Manhattan Life, Security Mu- 
tual Life and Paul Revere Life. 


Chapter Headings 


Some of the chapter headings in the 
Leterman book are “Warm Him Up,” 
“Put on a Good Show,” “Make a 
Friend,” “P lant a Little Acorn,” “Make 
the Customer’s Business Your Business,” 

“Don’t Take Orders,” “Watch for 
Trends,” “Don’t Mistake an Excuse for 
an Objection,” “Turn the Cold Canvass 
Into the Hot Sale,” “Time Your Shots,” 
“Don’t Listen to the No’s,” “Keep Him 
Happy,” “Close It, But Don’t End It,” 
“Keep It Honest,’ “Accept the Chal- 
lenge.” Thus, each chapter heading is 
a good slogan for any progressive life 
insurance man. 

In his chapter on showmanship Mr. 
Leterman says that every salesman has 
two sides, One consists of his person- 
ality, his powers of persuasion, his 
knowledge, his integrity. The other con- 
sists of his reputation, his prestige, his 
renown. One is the ability he actually 
has; the other is what the world thinks 


he has. Before an individual has an 
opportunity to utilize his abilities, he 
must make himself and his name known 
to prospective clients. He must have 
a way of reaching them or, what 
amounts to the same thing, having them 
reach him. This meaans that a meeting 
must take place in favorable circum- 
stances. 

A name repeated many times comes 
to be associated with a particular prod- 
uct, and people have a distinctive feel- 
ing that “it must be good.” 

Mr. Leterman has never had any diffi- 
culty with becoming well known. Hav- 
ing an ability to impress such news- 
paper people as columnists and maga- 
zine writers, they have given him more 
publicity than any insurance producer 
in the country. The New Yorker maga- 
zine ran a profile on him and Forbes 
in his book on a group of master sales- 
men included a chapter on Leterman. 

The art of salesmanship, he says, is 
always to bring the customer back, 
never to have him bring the product 
back. The customer must remain as 
happy after the sale as he was at the 
time of reaching into his pocket for 
money to pay the premium. 


Not Impressed by Negative Answers 


In advising that the agent should not 
listen to a turndown he cites many ex- 
amples of salesmanship where the first 
negative answers were eventually bowled 
over. One instance has to do with an 
experience of Charles F. Noyes, one 
of America’s greatest real estate men, 
and who also has an affiliate insurance 
brokerage office, Findlay-Noyes Co., 
New York. Noyes was out to swing the 
sale of the Empire State Building on 
Fifth Avenue for $51,000,000. Many in- 
stitutions at first declined to take part 
in financing the deal. Finally, with only 
a few days left within which the option 
could be exercised, heroic persistence 
and _ effort produced sufficient private 
financing to close the largest single deal 
in real estate history—and incidentally 
save the buyers’ $1,000,000 deposit. 





Named by Guaranty Union 


President Ralph W. Smith, Sr., of 
Guaranty Union Life, Beverly Hills, 
Calif., has named Lawrence W. East- 


man as supervisor of the company’s in- 
dustrial department, the appointment 
being in furtherance of the plans to 
extend the writings of the company 
into the industrial field. Mr. Eastman 
has had many year’s experience in both 
home office and field. 

In addition to the above appointment, 
President Smith has created a new de- 
partment, that of advertising, and has 
named Wayne W. Thompson as adver- 
tising manager. He will be responsible 
for sales promotion, advertising and 
publications. Mr. Thompson was admin- 
istrative assistant in the company’s home 
office, handling the promotional func- 
tions of the agency department. 


PRUDENTIAL ASS’T MANAGER 

Jacob J. Sprinzl has been appointed 
assistant manager of The Prudential’s 
Arizona agency in Phoenix, it was an- 
nounced by Harry E. Wilkinson, di- 
rector of agencies in the western home 
office, Los Angeles. 

Mr. Sprinzl attended school in Buf- 
falo, N. Y., where he first entered the 
insurance business as district agent for 
Prudential in 1936. He later entered the 
automobile field and in 1948 rejoined 
Prudential as agent in Mesa, Arizona. 

Active in civic affairs, Mr. Sprinzl is 
a member of the Optimist Club of Mesa, 
the BPOE and Knights of Columbus. 
He also holds a membership in the 
Arizona Life Underwriters Association. 


National Service Renewals 

Washington—President Eisenhower at 
the weekend signed into a law a bil 
to provide for automatic renewal of ex- 
piring 5-year-level-premium term USS. 
Government and National Service Life 
Insurance policies. 

The measure had passed both the 
House and Senate without any opposi- 
tion, 

Under the new law, term. policies 
which now must be renewed at the 
higher premium for attained age through 
formal application every five years, will 
be kept in force automatically. 

The policyholder will be billed for the 
higher premium and, if he does not wish 


to renew, he can all ow his policy to 
lapse after 31 days simply by not 
paying. 


Adoption of this procedure, it was 
estimated, will save the Veterans Ad- 
ministration about $600,000 a year. 





3 NALU Speakers Named 


_Ralph G. Engelsman, Penn Mutual, 
New York City, program chairman of 
the 64th annual convention of the Na- 
tional Association of Life Underwriters, 
has named three nationally known per- 
sonalities as participants on the conven- 
tion program at Cleveland, August 24-28. 
They are T. Coleman Andrews, CPA, 
Richmond, Va., United States Commis- 
sioner of Internal Revenue; Edmund 
Fitzgerald, president, Northwestern Mu- 
tual Life; and Clara Savage Littledale, 
New York City, editor of “Parents’ 
Magazine.” Their topics will be an- 
nounced shortly. 


Security Mutual Increases 


An announcement by Frederick D, 
Russell, president, Security Mutual Life, 
reveals that the company has achieved 
its largest production record in its 67 
years’ history. 

The first six months of this year show 
an increase in sales of 10.6+% over 
the corresponding period in 1952. New 
life premiums are 28.3+% ahead of the 
figures for the first six months of 1952. 


Korean War 


(Continued from Page 1) 


clauses, considered the hostilities as war 
within the meaning of their exceptions 
relating to war. Claimants under insur- 
ance policies, in order to hold the com- 
panies liable, took the position that hos- 
tilities in Korea were not war, Congress 
not having declared it such, and former 
President Truman having called it a 
police action. 


Some Important Decisions 


Among the cases where the Korean 
conflict was held to be war were Stan- 
bery vs. Aetna Life, New Jersey Su- 
perior Court, and Weissman vs. Metro- 
politan Life, U. S. District Court for 
Southern California. These involved 
double indemnity claims. Also was the 
case of Tanner vs. Universal Life, a suit 
for face amount of policy. Two Su- 
perior Court judges in Massachusetts 
in the Silva and Hammond cases held 
that the action was war. 

The Pennsylvania Supreme Court in 
the Beley and Harding cases decided the 
conflict was not war, which cases have 
been appealed to the Supreme Court of 
the United States. The Beley case was 
for face amount and double indemnity. 
The Harding case was for double in- 
demnity only. 

Aetna Life Case 

In its decision relative to the action 
of Shirley V. Stanbery vs. Aetna Life, 
an action to recover double indemnity 
benefits under a policy of life insurance, 
the Superior Court of New Jersey said: 
“The conflict still raging in Korea is 
a war in the ordinary and usual mean- 
ing of the word, and it was such on 
March 27, 1952, when insured met his 
untimely death.” 

The Superior Court of New Jersey in 
the Stanbery case commented on the 
Beley case of the Pennsylvania Supreme 
Court where the court held the conflict 
“is not a war within what may be 
termed the constitutional or legal sense 
of that word, and permitted recovery of 
double indemnity benefit for death of a 
soldier killed in action in Korea.” Said 
the New Jersey court: 

“However, a reading of the majority 
and dissenting opinions in that case will 
demonstrate that the Supreme Court of 
_Pennsylvania gave a legalistic, technic al 
“construction of the word ‘war.’” Contin- 
uing the New Jersey court said, “it found 
no ambiguity in the war clause of the 
Aetna Life and ‘if such death does not 
result from military or naval service in 
time of war.” It continued: “Giving to 
the words their ordinary and_ usual 
meaning of the word ‘war’ there are a 
number of definitions which might be 
quoted.” One of its citations was from 
Supreme Court of Maine in an insur- 
ance case which said: “ ‘Every forcible 
contest between two governments de 
facto or de jure is war. War is an ex- 
sie, fact and not a legislative decree 

. The conflict still raging in Korea is 
a war in the ordinary and usual meaning 
of the word. . The United States 
casualties exceed 128,000. How is it hu- 
manly possible to say that the Korea 
War is not a war? . I find and de- 
termine that the insured’s death resulted 
from military service in time of war 
within the intention of the parties as 
expressed by the language employed in 
the exclusion clause of the double in- 
demnity provision of the insurance con- 
tract, and the judgment is in favor of 
the plaintiff, Aetna Life Insurance Co., 
and against the plaintiff, Shirley V. 
Stanbery.” 








































































Advanced By Northwestern Mutual 


E. G. Fassel Becomes Senior Actuary September 1, V. E. 
Henningsen Actuary and C. G. Groeschell Comptroller 


E. G. Fassel, actuary of Northwestern 
Mutual, has been elected to the new 
office of senior actuary, and will become 
a member of the president’s staff. His 





E. G. FASSEL 


duties will include development of the 
life insurance service and policy of the 
company. V. E. Henningsen, now comp- 
troller has been elected actuary in 





C. G. GROESCHELL 


charge of actuarial department opera- 
tions. C. G. Groeschell, assistant actu- 
ary, is to succeed Mr. Henningsen as 
comptroller. These changes are effective 
September 1. 

Mr. Fassel joined company in 1924 as 
assistant actuary, becoming actuary in 





Manufacturers Life Names 


Humphries Branch Manager 
Manufacturers Life has appointed N. 
Roy Humphries as manager of its Cin- 
cinnati branch. Mr. Humphries has 25 
years’ experience in the life insurance 
business. He joined the Manufacturers 
Life’s head. office staff in 1928, subse- 
quently going into branch office work 
and later into the selling field. For the 
past four years he has been agency 
assistant in Philadelphia, the company’s 
largest branch in the United States in 
terms of business in force. He was 
transferred to Cincinnati several months 
ago as acting branch manager. 





1945, succeeding Percy H. Evans as 
actuary in 1946, An alumnus of Univer- 
sity of Toronto he is an Associate of 
British Institute of Actuaries and Fel- 





E. HENNINGSEN 


low of Society of Actuaries and a former 
president American Institute of Actu- 
aries. He is the inventor of special 
microfilm and reading equipment built 
and used by Northwestern. 

Mr. Henningsen joined Northwestern 
Mutual in 1932 the year following his 
graduation from University of lowa and 
was appointed assistant actuary in 1933. 
He became associate actuary in 1946 and 
in 1947 was elected comptroller. He be- 
longs to Controllers Institute of America 
and is currently secretary-treasurer of 
Society of Actuaries. Mr. Groeschell who 
has an M.A, degree from Washington 
and Jefferson College, and is a Fellow 
of Society of Actuaries, joined North- 
western Mutual in 1947. He became 
assistant actuary in September, 1950. 


ELECT FIVE PRESIDENTS 


Phelps, Chapin, Venable, Cotton and 
Prettyman Head Northwestern Mu- 
tual’s Field Organizations 
At the Northwestern Mutual’s field 
convention in Milwaukee last week the 
following were elected presidents of 

field organizations: 

General Agents—Nelson D. Phelps, 
Chicago; Special Agents—Edwin K. 
Chapin, New York City; Agents—George 
M. Venable, Columbus, Ga.; District 
Agents—Corlett J. Cotton, Lawrence, 
Kans.; CLU—Leigh T. Prettyman, Mus- 
kegon, Mich. 


Increases Discount Rate 


On Advance Premiums 

The Guardian Life has announced an 
increase in its discount rate on pre- 
miums paid in advance on current life 
insurance issues, and new limits on 
amounts which will be accepted as ad- 
vance premium payments at the new 
rates. 

The company will accept up to $50,000 
in payment of life insurance and an- 
nuity premiums on current issues in ad- 
vance of their due dates at a discount 
equivalent to an interest rate of 214% 
per annum. This change in the discount 
rate will not affect advanced premium 
pavments made before July 10 

The company may accept additional 
amounts at a discount equivalent to an 
interest rate of 2%. Prior to this change, 
the Guardian accepted amounts up to 
$100,000 at a rate of 2%, and amounts 
in excess of that figure at 14%. 


P. F. Clark on CED Board 


Election of three new members to the 
Committee for Economic Development 
is announced by Meyer Kestnbaum, 
CED chairman. 

Joining the board of trustees, which 
comprises the membership of the na- 
tional economic research and education 
organization, are Paul F. Clark, presi- 
dent, John Hancock; John Jay Hopkins, 
president and chairman of the board, 
General Dynamics Corp., and Arthur B. 
Van Buskirk, vice president, T. Mellon 
& Sons, Pittsburgh. 


F. W. Ecker on Commission 

President F. W. Ecker of Metropoli- 
tan Life has been appointed by Gov- 
ernor Dewey a member of a commission 
to conduct an analysis of New York 
State’s financial operations and to study 
tax overlapping. 


Hohaus Study Report Made 


The special advisory group of 12 
members appointed early this year by 
Health, Education and Welfare Secre- 
tary Oveta Culp Hobby to study exten- 
sion of Social Security coverage in ac- 
cordance with President Eisenhower’s 
State of the Union message, has made 
a report it is understood the contents 
of which have not yet been released. 
The consulting group is headed by Rein- 
hard A. Hohaus, vice president and 
actuary of Metropolitan Life. 


American Bar Association 
Insurance Law Section 


Ralph H. Kastner, chairman, Insur- 
ance Law Section, American Bar Asso- 
ciation, made public this week program 
of the Section’s annual meeting August 
24-26, Boston. Guest speaker at the Sec- 
tion’s luncheon will be Clarence Manion, 
former dean, Notre Dame School of 
Law. A panel discussion on “Prevara- 
tion and Presentation of a Medico-Legal 
Case” is on first day’s program. At first 
general session Harlan S, Don Carlos, 
Travelers, will as chairman give report 
of special committee on insurance law 
education. 

Next feature will be discussion of 
comity and uniformity in state insur- 
ance regulation, speaker being J. Roth 
Crabbe, counsel, Farm Bureau Life. An- 
other speaker on state regulation will 
be G. Frank Purvis, Ir., assistant coun- 
sel. Pan-American Life. 

Other speakers during meeting and 
subjects to be reviewed follow: 

Aviation insurance law, George W. Orr, 
chairman, who is director of claims, U. S. 
Aviation Underwriters, New York. Manufactur- 
ers liability in aviation cases: G. I. Whitehead, 
Tr., assistant director of claims, U. S. Aviation 
Underwriters; Aircraft liability insurance, vol- 
untary or compulsory? Marcus Abramson, assis- 
tant counsel, Association of Casualty & Surety 
Companies. 1953 status of Rome and Warsaw 
revisions, Mr. Orr. 

Automobile insurance law, James B. Donovan, 
New York lawyer, chairman. Compulsory Auto- 
mobile Insurance in Massachusetts, R. Ammi 
Cutter, Boston. Motor Vehicle Liability Policy 
Under Financial Responsibility. Edward Earle, 
counsel, National Bureau of C. & S. Under- 
writers. 

Marine and Inland Marine insurance laws, 


Edward G. L obrin, Seattle, chairman. Marine 
Tnsurance—The Catalyst in Foreign Trade, 
George Inselman, assistant manager, Marine 


Office of America. 

Life insurance law. Robert S. Lipscomb, 
Tackson, Miss.. chairman. Speakers, John 
Barker, Tr., vice president, New England 
Mutual Life; Thomas H. Smith, assistant coun- 
sel, John Hancock. 

Health and Accident insurance law. Robert 
R. Neal. North American Accident. chairman; 
Robert H. Rydman, H. & A. Underwriters 
Conference. 

Public stake in; minimum liability regulation. 


L. J. Carey, Michigan Mutual Liability; Fidelity 
and Surety insurance law: Elmer B. McCahan, 
Tr., vice president, Fidelity & Deposit; Charles 


C. Howell, JTr., Jacksonville; Alanson R. Fred- 
ericks, American Surety. 

Fire insurance law, Ambrose B. Kelly, Provi- 
dence, R. I 


BARNEY TILLMAN DIES 
Barney Tillman, district agent of the 
John Hancock, died recently. He was a 
member of the Jersey City district office. 


Mutual Life’s New 
Employe Benefit Plan 


FOR SMALL, MEDIUM EMPLOYERS 


Some of Features of New “Module 
Multi-Protection” Plan Now 
in Operation 


Mutual Life of New York has brought 
out a new employe benefit plan espe- 
cially tailored for small and medium 
Module Multi- 
protection.” The Module Plan, according 
to Louis W. president of the 
company, can provide in a single con- 


sized businesses called 
Dawson, 


tract a complete line of benefits includ- 
ing the following: 

Life insurance which, at the death of 
the employe before retirement, can give 
his beneficiary a cash payment. 

Widows of Pach a who die before 
retirement, obtain a monthly income 
plus a cash payment. The widow’s pen- 
sion is a unique feature. 

A pension plan that gives the employe 
himself a monthly income after he re- 
tires. 

Liberal benefits if the employe leaves 
the firm before retirement age. 

3enefits in case an accident or sick- 
ness disables him. 

Integration of benefits with Social 
Security and existing insurance, so that 
Module benefits supplement the income 
from these other sources. 

According to Mr. Dawson, small busi- 
ness men are attracted to the plan not 
only because of the benefits it offers, 
but also because of these several un- 
usual features: 

Employes can enter the plan up to 
age 70. 

As the amount of coverage and num- 
ber of persons covered increase, it costs 
the employer less to buy Module, be- 
cause lower premium rates per unit are 
charged. 

Family income benefits and _ family 
hospital benefits are available to mar- 
ried men. 

The Module Multiprotection Plan, Mr. 
Dawson continued, “permits combination 
of basic elements in such a manner as 
to avoid virtually all excess coverage. If 
an employer does not have to pay for 
such excess coverages, it follows that 
he can buy the ‘package’ at substantially 
less cost.” 


National Life Increases 
Retention to $500,000 


Montpelier—Policyholders of National 
Life of Vermont at a special meeting, 
July 22, voted to change the by-laws 
to provide for an increase of the limit 
of insurance on one life from $300,000 
to a maximum of SOW. 


PRUDENTIAL STAFF MANAGER 

Francis M. Olberding has been pro- 
moted to staff manager in the Boise, 
Idaho district office of The Prudential. 





HEARD On The WAY 








Mr. and Mrs. Gordon N. Farquhar of 
Hartford, Conn., announce the birth of a 
daughter, Jean Nelson, on July 14 at the 
Hartford Hospite ul. Mrs. Farquhar is the 
former Virginia Fischer, daughter of Mr. 
and Mrs. and Mrs. Chester O. Fischer of 
Longmeadow, Mass. Her father is vice 
president of ‘the Massachusetts Mutual. 
Before her marriage Mrs. Farquhar was 
a research assistant with the Life In- 
surance Agency Management Associa- 
tion of Hartford. Mr. Farquhar is as- 
sociated with the Group department of 
the Aetna Life and his parents are Mr. 
and Mrs. Arthur D. Farquhar of Sandy 
Spring, Maryland. Mr. Farguhar, Sr., is 
president of Mutual Fire Insurance Co. 
of Montgomery County, Maryland. 


Unele Francis. 
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New Home Office for Minnesota Mutual Life 


Architects’ illustration of the new $2,500,000 Minnesota Mutual Life home office 
building which will be constructed in Victory Square, St. Paul, during coming year. 


Minnesota Mutual Life plans to erect 


in Victory Square, St. Paul, a new home 


office building of eight stories to cost 
$2,500,000. The announcement 
by Harold J. Cummings, president. It 
is planned for the building to be ready 
for occupancy on Minnesota Mutual’s 
75th anniversary in August, 1955. 

The building will be entirely air- 
conditioned and features will be an em- 
lunchroom and_ lounge, 
elevators, off-street delivery of 


was made 


ploye’s self- 


service 


mail and supplies and parking space for 
125 cars. 

The company has had a_ consistent 
growth since it was founded in 1880 
and shortly will cross one billion of life 
insurance in force. Mr. Cummings has 
witnessed most of the company’s major 
growth in his 32 years’ service. When 
elected president in 1947 he succeeded 
T. A. Phillips, now chairman of the 
board who joined the company in 1908 
having been the first actuary employed 
by the company. 





New Eng. Mut. Production 
Up 10.4% for First Half 


For the third consecutive year, the 
New England Mutual’s 


new business during the first six months 


production of 


has been larger than for the same period 
previous President O. 
Kelley Anderson 
vear letter to fieldmen. 


in any year, 


reported in his mid- 
Production dur- 
exceeded $217 million, 
an increase of 10.4% 
months of 1952, with $38% million paid- 


22% 


ing this period 


over the first six 

for total in June, an increase of 

over last year the letter said. 

“Our 9% increase in insurance in force 

more than $148 million,” 
and gave us a total 

While 


it hardly seems credible, this six-months 


amounted to 
Mr. Anderson said, “ 
in force of $3 billion 533 million. 
gain nearly equals the increase for the 
1949, and we have gained 

} 


over a half a billion dollars in the 


entire year of 
short 
span of two years.” 


New 


mortgages 


investments in securities and 


to $1081 


amounting 
at an interest rate of 4.13%, 


million, 
were made 
as compared with 4.10% a year ago. In- 
during the first 


vestment transactions 


half totaled slightly under $170 million, 
1 turnover of approximately $1,360,000 
in each working day. 

Commenting on 
erations, Mr. Anderson 


the average-size policy 


various phases of op- 
that 
during the first 
as against $6,343 
The number of full-time agents 
field exceeds 1,200. 

while up $1,000,000 
reached an al- 
3.4% of total 


reported 


six months was $6,478, 
in 1952. 


in the now Policy 


loans, nearly over 


last year at this time, 


most historical low of 


assets. 


Harmelin Agency Leads 
Word from the agency department of 
3oston, has 


Columbian National Life of 


been received to the effect that the 


Harmelin agency of 50 Church Street, 
New York, 


basis during the month of June and is 
field 


was first on a nationwide 


leading the entire company force 


for the first six months of 1953. 
Harmelin 


Three associates of the 


agency, which is celebrating its 35th 
year with Columbian National, are among 
the first 10 personal producers of the 
company for the first six months of the 
year, 


The 


representation of 


agency had the largest agency 


charter qualifiers at 
Club Convention 
which was held at the Greenbrier, West 
Virginia. 


the recent President's 








What Makes a 
TOP-NOTCH BROKERS' AGENCY? 


Proudly we offer a Smoothly- 
Functioning Organization: 
Experienced Personnel in Every Depart- 
ment . . . The Desire and the Ability to 


Be Helpful . . . Ask anyone who has done 
business with us. 


Samuel D. Agency, Inc. 
Continental Assurance Co. 


ROSAN Chicago, Ill. 
76 Wm. St., N. Y. 5, WH 3-7680 














“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, III. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 











HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















Canadian Purchases Rise 

of Cana- 
dians record of $20,- 
000,000,000 at midyear, the Canadian Life 
Officers’ 
this being a net gain of slightly more 
than $900,000,000 since the start of the 
year and more than double the amount 


Life insurance ownership 


rose to a about 


Insurance Association reports, 


of life insurance protection owned by 


Canadians at the close of the Second 


World War. 

Purchases of new life insurance ap- 
pear to have established a new record 
for the first half of the year since these 
have reached an aggregate of $1,250,000,- 
000 for the six months’ period. 

Ordinary life insurance showed the 
greatest gain with an estimated $955,- 
000,000 being put into force and indus- 
trial life insurance sold in this period 
reached some $90,000,000, with new 
Group life insurance rising to $205,- 
000,000, 


Bankers of Ia., Increases 

Topped by a_ record-breaking June, 
President’s Month, of $17,130,181 of Or- 
dinary business, the first half of 1953 
sales for Bankers Life, Des Moines, to- 
taled $92,868,091. Ordinary insurance ac- 
counted for $68,994,351 of this total and 
Group insurance $23,873,740. 

The six-month sales total resulted in 
a gain of more than $51 million in in- 
surance in force in the company. By 
July 1 the in-force total reached a new 
high of $1,853,199,602. Ordinary insur- 
ance in force totaled $1,406,387,074 and 
Group insurance totaled $446,812,528. 








Policyholders, 


* 


M. O. Doolittle, President 








New and Progressive 


LIFE INSURANCE WITH Up-to-the-MINUTE 
ACCIDENT & HEALTH 


PROTECTION CREATES GOOD-WILL - - - 


The Priceless Ingredient Necessary for Success with... 
Agency Representatives 


Interesting Agency Contacts Available to Good Producers 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Home Office: Jamestown, N. Y. 


NEW YORK OFFICE: 60 EAST 42nd Street 


- HOSPITALIZATION 


and Company 


* 





P. E. Tumblety, First Vice President 


VVVVVVVVVVVVVVVVVVY 


Interested in a 
BIGGER JOB? 


Are you stymied in your 
present connection as Super- 
visor or Brokerage Manager? 
Our successful five years as 
Postal Life's first agency de- 
mands expansion. 


| am looking for an Asso- 
ciate General Agent who is 
capable and interested in a 
participation plan. Call or 
write for an interview. 


ARTHUR MILTON 
General Agent 
Postal Life Insurance Company 
500 Fifth Ave., New York 36 


BRyant 9-3242 
AAAMAAAAMAAMAMAAMAAAAAAA 








Heads Advisory Committee 


IRVING H. LEVINE 

The Solomon Huber Agency, Mutual 
Benefit Life in New York City, an- 
nounces a two-fold honor for Irving H. 
He has 


advisory 


Levine, one of the associates. 
head an 
three men who will work 


been appointed to 
committee of 
closely with first-year men, and will act 
as a sounding board, mentor and guide 
for them, The Life Underwriter Train- 
ing Council, through local chairman 
Arthur Schmidt, Jr., at the 


designated Mr. Levine an instructor for 


same time 


part two. 


A native New new in- 


served as a 
Field Underwriters; as a 


Yorker, the 
structor has member of 
the Board of 
directors 


member of the board of 


the Life Underwriters’ 
the City of New York; as chairman ot 
the Life Underwriters’ Blood Bank Pro- 
gram; as a member of the Life Under- 
writers’ Association Constitutional Re- 
vision Committee; as a member of the 
faculty of the Life Underwriters’ Asso- 
ciation Agents’ Training Course. 

Four years in the business, he has 
compiled an outstanding production rec- 
ord. He was formerly an accountant 
and business executive, having studied at 
New York University, St. Johns and 
Brooklyn College. 


Association of 
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Myron I. Specht Agency 
Exceeds Quota by 30% 





MYRON I. SPECHT 


Myron I. Specht agency in Brooklyn, 
of Security Mutual Life of Binghamton, 
N. Y., exceeded the agency’s paid-for 
production quota for the first six months 
of 1953 by 30%. This accomplishment 
is particularly significant in view of the 
fact that the Specht agency, with offices 
at 16 Court Street, is in its first year 
of operations. 

The Specht agency specializes in bro- 
kerage business, offering complete fa- 
cilities in the estate planning and _ busi- 
ness insurance fields. Mr. Specht is 
assisted by Milton Schultz, supervisor 
of the agency. 

The Specht agency has been featur- 
ing bi-monthly educational meetings, for 
the benefit of their broker associates, 
with home office and field men as guest 
speakers. Mr. Specht, at present, is 
secretary-treasurer of the Security Mu- 
tual General Agents Association of 
Greater New York, past president of 
the Brooklyn Life Supervisors, a mem- 
ber of Brooklyn Life Managers Asso- 
ciation and is on the faculty of the Life 
Underwriter Training Council. 





Lincoln National Leaders 

The Freeman J. Wood Agency of Chi- 
cago was the winning Group I Agency 
and the G. E. Griscom Agency of De- 
troit the winner in Group II of Lincoln 
National Life’s annual President’s Month 
contest in honor of President A. J. Mc- 
Andless. The O. Frank Helvie Agency 
of South Bend, Indiana, was runner-up 
among Group I Agencies and the K. V. 
Fargo Agency of Columbus, O., the run- 
ner-up in Group II. ; 

The winners led all agencies of the 
company, grouped according to size, in 
production per agent during the contest 
month. They were awarded permanent 
wall plaques in recognition of their out- 
standing volume of business. 

First place in personal paid produc- 
tion was won by A. J. Blond of Chicago. 
He received the President’s Month Hon- 
or Scroll for his contest record. Run- 
ners-up for top honors among the com- 
pany’s 292 individual winners were T. 
E. Sly, East St. Louis, Illinois in second 
place and Mrs. Lois W. Nelson of De- 
troit, third. Individual winners were 
named on the basis of their total volume 
of business. Personal mementos in- 
scribed by Mr. McAndless and purchase 
coupons were awarded to all individual 
Winners. 

This year the volume of business pro- 
duced during the contest was the largest 
of any President’s Month in the history 
of the company. 






LIAMA Management Schools 9°, Schools, is director of both of these 7 A. Executive Secretary 


schools and Lewis W. S. Chapman, 
LIAMA’s 120th school was conducted CLU, director of company relations is Nancy K. Grobert, formerly of the 
July 13 to 24 and the 121st school will be on the school staff. The 120th school public relations department at the west- 


from July 27 to August 7. staff also included Burkett W. Huey, ern home office, Prudential, has been 


Both schools are for representatives director of consultations; William H. appointed executive secretary of the 
of Ordinary companies and will include Whorf, senior consultant; and Stan- Life Underwriters Association of Los 
discussion of all areas of agency man- ford Y. Smith, consultant. The 121st Angeles. 
agement, with emphasis on recruiting, school staff includes Frederic M. Peirce, She succeeds Joseph Charleville, who 
selecting and training agents, and cost associate director of company relations; retired as of July 1, after 25 years of 
analysis in sales management. William O. Cumming, CLU, and, Stuart service as executive secretary of the 

Brice F. McEuen, LIAMA’s director § C. Ferris, CLU, consultants. organization. 








».A Great Market! 


al career men, leading producers in 
re already cashing in on the 


Brand New 


Jales Haw 


ere in these hard-hitting, straight-to-the-bull’s-eye 
br selling Sole Proprietor, Partnership, Close Corpora- 
d Key Man insurance: 
Pre-approach letters that open prospects’ doors 
Attention-getting, motivating interview material 
Organized sales presentations with a punch 
Eye-opening business valuation analyses 
Direct-to-the-point, convincing proposals 
Sample Buy and Sell agreements, complete 


with guide and check list 


You can make money with the help of the brand new Design for 
Business Security Sales Plans. The nearest Massachusetts Mutual 
general agent will gladly show you how. 





SOLE PROPRIETOR 
PARTNERSHIP 
CLOSE CORPORATION 
KEY MAN 
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Columbian National Group Appointments 


of Co- 


has an- 


President Julian D. Anthony 
lumbian National Life, Boston, 
nounced the appointments of Edwin R. 
Knox C. Nissen, Jr. to the 
company’s Group sales staff. : 

Mr. Knox, who is in charge of Group 
sales and service for New England, is a 
native of Boston who, following Harvard, 
joined the Group sales department of 
the John Hancock. In 28 years with 
that company he has served as assistant 
manager in New York, service super- 
visor for New England and for the last 
few years has been in charge of sales 
and service in New England. 

He is wasiewases on the epee of 


and Eric 


“Ohio pe ins 10% Gain 
An increase of approximately 10% 
paid-for insurance in the first 
six months of this year compared with 
the January-June period of 1952, was 
reported by Claris Adams, president of 
Ohio State Life, at the semi-annual 
meeting of the officers directors 
of the company at the home office in 
Columbus. Increases also were reported 
in insurance in force and surplus for 
the protection of coreg gee 

As of June 30, 1953, Mr. Adams said, 
insurance in force amounted to $260,- 
726,970. Assets were $67,206,661 and capi- 
tal, surplus and voluntary contingency 
funds totaled $6,972,288. The gain in 
insurance in force amounted to $/,- 
997,273. 

An increase in policyholders dividends 
was put into effect during the last six 
months. 

In the health 
ment, a marked 
was noted. 

Mr. Adams told the directors that 
the agency force of the company has 
been considerably expanded during the 
past six months. A number of addi- 
tional agency managers have been en- 

gaged, and a new general agency has 
& en opened in Charleston, West Vir- 
ginia, 

President 
that the agency 


in new 


and 


accident depart- 
premiums 


and 
increase in 


Adams told the directors 
convention just held 
at Grove Park Inn at Asheville, N.C., 
was the largest in the history of the 
company, more representatives of the 
company qualifying to attend than ever 
before. 

Mr. Adams also reported that at the 
Asheville convention a committee was 
elected to represent the field force in 
the company’s operations. This com- 
mittee is composed of General Agent 
Robert F. Horn. Mansfield, chairman; 
General Agent oe C. Amis, Lexing- 
ton. Ky.; General Agent Vernon Brown, 
Tiffin, O.; General Agent A. Edward 
D’Emilio, Pittsburgh, and General Agent 
John H. McClain, Detroit. 


Jefferson Standard Gains 

Jefferson Standard soared to new 
heights in assets, insurance in force, 
and new business paid for during the 
first six months of the year, President 
Howard Holderness reported at the reg- 
ular quarterly meeting of the company’s 
board of directors held at the home 
office in Greensboro, ee 

Assets totaled $338, 570,370 as of June 
30, an increase of $13,717,963 since De- 
cember 31, 1952. 

Insurance in force reached $1,185,660,- 
928, a gain of $48,994,647 during the semi- 
annual period. New insurance paid for 
during this period was $80,241,334, up 
$6,195,672 over the first six months of 
1952. 

O. F. Stafford, president of Pilot 
Life, gave highlights of Pilot operations, 
and J. M. Bryan, Jefferson’s first vice 
president who is president of the Jeffer- 
son Standard Broadcasting Company of 
Charlotte, reported progress of that firm 
during the first half of the year. 

Directors declared a dividend of 20 
cents per share, payable August 3, to 
stockholders of record July 29, 


Northeastern University’s School of 
Business Administration. (evening divi- 
sion), conducting their Group insurance 
course, 

Mr. Nissen, in charge of Group sales 
and service for the middle west, is also 
a Bostonian. A graduate of Boston Uni- 
versity, he entered the Group depart- 
ment of Aetna in 1924 and became home 
office Group representative in Tennes- 
see. In the early 1930’s he joined Con- 
necticut General as regional Group man- 
ager at Detroit. He held that position 
for more than 17 years. For the past 
few years, Mr. Nissen has been North- 
western National’s regional Group man- 
ager at Chicago. 





‘Candidates Who Passed 


Department Actuary Exams 
July 28—The State Civil Ser- 
announced the 
who have 


Albany, 
ice Commission has 
names of seven candidates 
passed an open competitive civil service 
examination to qualify for appointment 
to the position of* Principal Actuary 
(Life) State Insurance department. 

This position pays an annual salary, 
including emergency compensation, rang- 
ing from $9,065 minimum, increasing by 
five yearly increments, to a maximum 
of $10,138. 

James Challenger, 2711 Tekoa, Spo- 
kane, Washington, heads the list. Others 
who passed this examination, in order 
of their standing are: 

Dallas H. 
Rockville Center; 
South Buchanan, 
Jesse Feld, 707 Cliffedge, Pikesville, 
Maryland; Joseph C. Barnsley, 50 Union 
Mamaroneck; Mitchell Dezube, 
3oulevard, Brooklyn; Sam- 
1607 Avenue K, 


Cedar Avenue, 
Winn, 2930 
Virginia; 


Feay, 32 
Samuel 
Arlington, 


Square, 
2156 Linden 


uel Siminow, 3rook- 


lyn. 

The State Civil Service 
has announced the names of three can- 
didates who have passed an open com- 
petitive examination to qualify for ap- 
pointment to the position of Associate 
Actuary (Life) State Insurance Depart- 
ment. 

This position pays an annual salary, 
including emergency compensation, rang- 
from $7,373 minimum, increasing 
by five yearly increments to a maxi- 
mum of $8,231 

J. A. Winthrop, 25 Winthrop Street, 
Brooklyn, heads the list; Jesse Feld, 
707 Cliffedge, Pikesville, Maryland, is 
second and, George Morecroft, 653 East 
Fourteenth Street, New York, N. Y., 
stands third on the list. 


Commission 


ing 


MANAGEMENT CONFERENCE 


Harold J. Cummings and Solomon Huber 
on Program of Mid-West Meeting in 
French Lick, October 22 - 24 

Harold J. Cummings, president, Min- 
nesota Mutual,.and Solomon Huber, gen- 
eral agent, Mutual Benefit Life, New 
York City have been announced as two 
of the speakers to appear on the pro- 
gram of the Mid-West Management 
Conference, French Lick, Ind., October 
TA den 24. 

Tl he conference is sponsored annually 
by the Indianapolis General Agents & 
Managers Association. It has met con- 
tinuously since 1938, except for several 
war years, and is one of the oldest 
of association-sponsored management 
meetings. 

Theme of this year’s conference will 
be “Lifting the Sights of Your Present 
Manpower.” According to James T. 
O'Neill, CLU, manager, Great - West 
Life, Indianapolis, conference chairman, 
all discussions will be devoted to spe- 
cific ideas and plans for bringing the 
production of existing men nearer their 
actual potential, 
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Report on Persistency Study 


The Life Insurance Agency Manage- 
Association has recently issued the 
first reports on its latest persistency 
study, Persistency 1949-1951. This fol- 
low-up study analyzes the two-year per- 
sistency of the policies reported in The 
1949 Buyer. It examines the relationship 
between persistency and the characteris- 
tics of the policyowner, the agent, and 
the sale, for policies issued by 63 com- 
panies in May of 1949. The two reports 
which are already published deal with 
sales by Ordinary agents to male adults 
and to female adults. Further reports 
will be issued dealing with the per- 
sistency of Ordinary business sold by 
combination agents and the persistency 
of juvenile policies. 

Seventy-four per cent of the poli- 
cies sold to males and 76% of those sold 
to females were in force two years after 
they were placed. The Association re- 
that the factor most 
lated to persistency is the 
the insured . the higher the income 
of the insured, the more likely the policy 
is to be in force after two years. Many 
factors commonly believed to be related 
to persistency were found to have little 
or no significant relationship when in- 


ment 


highly re- 
income of 


ports 


come differences are taken into account. 
Some of these are: size of policy, type 
of agent (full-time, part-time, or broker), 
whether the policy is issued as applied 
for, the proportion of the (first pre- 
mium paid with the application, and the 
urban-rural character of the agency. 
The latter, for instance, does not have 
a great affect on persistency other than 
that the urban agencies make more 
sales to people with high incomes. 

The Association found that other fac- 
tors are related to two-year persistency 
over and above their relation to the in- 
come of the buyer. Superior persistency 
was found for: policies with less fre- 
quent modes of premium payment; those 
sold to buyers owning larger amounts 
of previous life insurance; policies 
placed with older buyers; those sold to 
professionals, executives and proprietors; 
those sold on a medical basis; policies 
with larger amounts of annual premium; 
those where large amounts are received 
with the application; and, for male pol- 
icyowners, policies sold by surviving 
agents with longer periods under con- 
tract. 

The Association also studied the time 
during the two-year period when the 
lapses occurred. The times when the 
early premiums are due are the crucial 
periods, it was discovered. 

The Association plans to issue a new 
Persistency Rater based on this new 
study early next year. 





Group Office Changes 
By Pacific Mutual Life 


Frederick W. Cornell has been made 
manager of the Detroit Group office of 
Pacific Mutual Life. Cornell, a native of 
Detroit, has established a successful rec- 
ord in Pacific Mutual’s Newark Group 
office during the past two years. 

John C. Edwards, formerly on the 
Seattle Group staff, had been assigned 
to the St. Louis Group office as home 
office representative. Under manage- 
ment of John Posthauer, the St. Louis 
unit currently leads all Group offices of 
Pacific Mutual in production. 


TO OPEN NEW OFFICES 

With improved service for thousands 
of Rocky Mountain Area policy owners 
as his objective, Nolan Twibell, Denver 
general agent of Pacific Mutual Life, 
is opening new office quarters on August 

The agency will occupy space, espe- 
cially designed for its needs, on the 
second floor of a newly constructed in- 
surance office building at 333 Logan 
Street. An “open house” at the new 
offices on moving day will be attended 
by Erle T. Gilbert, Pacific Mutual’s 
superintendent of agencies. 

Since taking charge of the Pacific 
Mutual general agency there a year ago, 
Mr. Twibell has expanded his sales staff 
substantially and the new life volume 
placed in the first half of the current 
year is almost double the corresponding 
figure in 1952. 


Occidental General Agent 

Everett Van Gold has been appointed 
general agent in charge of his own general 
agency in Phoenix by Occidental Life of 
California. Mr. Gold’s agency will assume 
the responsibilities and services provided 
by Occidental’s Arizona agency, formerly 
directed by General Agent Robert P. 
Tinnin who pioneered the company’s 
operations in Arizona and New Mexico. 
Under Mr. Tinnin’s supervision from his 
headquarters in Albuquerque, Occiden- 
tal’s development in New Mexico has 
expanded to the extent that he must 
now devote full time to the company’s 
activities there. 

Mr. Gold, who joined Occidental in 
1945, at Salt Lake Citv. is a member of 
Occidental’s Millionaire’s Club, and was 
high among the company’s 100 leading 
agents in 1952. 


B.M.A. Shows Strong Gains 


Business Men’s Assurance of Kansas 
City, Mo., reports that new paid for 
insurance for the first six months of 
1953 is approximately «i © ahead of 1952. 
Total paid for to July 1, was $93,711,468 
compared with $75,869,343 for 1952. 

The gain in life insurance in force dur- 
ing the first six months of 1953 was 
$46,564,958 compared with $36,998,900 for 
1952. This brings the company’s total 
of life insurance in force to $675,878,631. 

Total accident and health premium 
income for the first six months of 1953 
was $7,851,145, a gain of approximately 
12% over 1952, 
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Another of a series of messages on Home Life operations 


Still On 


The Faculty_ 


Tu FAcT THAT William P. Worthington was re- 


cently made President of Home Life doesn’t mean 


that he leaves the faculty of the company’s Planned 
Estates Training School. Every six weeks when a 
group of new Field Underwriters convenes at the 
home office, he will be on the program as usual to 
give them the benefit of experience gained during 
almost 35 years as a Field Underwriter and life 
insurance sales executive. 

The President is only one of a group of the com- 
pany’s top officers, including Chairman of the Board 
William J. Cameron, who meet with the new Home 
Life Field Underwriters during the two-week initial 
training course. Outstanding Field Underwriters 
also serve as “guest instructors” and tell of their 
experience in client building through Planned Es- 
tates. All are part of the faculty. A full-time train- 
ing assistant, who has had long experience himself 
in field work and agency management, coordinates 
the training in Planned Estates procedures. 

Instructors work closely with each new Field 
Underwriter. They help him develop his strong 
points, provide him with background about the 


: 8 R., é & 
_— emt 
i wet, 
—— i 


company and the industry and give him the inspira- 
tion so necessary for success. All of this is of par- 
ticular importance to the new Field Underwriter, 
for at Home Life it is a very rare exception when a 
new man has had previous life insurance experi- 
ence. 

Emerging from two weeks of intensive training, 
he is by no means a finished product. But, because 
the methods of operation presented in the schools 
are in active use in company agencies throughout 
the country, he can fit immediately into the work 
of his agency. 

The two-week training session is only the begin- 
ning. Formal training continues “on-the-job” 
through the Field Training Course, “Business In- 
terest Seminars,” Qualified Field Underwriter Con- 
ferences and outside study, including preparation 
for C.L.U. 

At Home Life few operations are considered 
more important than thorough training of its field 
organization. The company knows that the well- 
trained Field Underwriter serves his community 
better and builds more security for his own family. 


Home Life Insurance Company 


New York, N. Y. 


“A Career Underwriters’ Company” 


WILLIAM J. CAMERON 


WILLIAM P. WORTHINGTON 


President 


Chairman of the Board JOHN F. WALSH 


Vice President and Manager of Agencies 
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Additional Speakers 
For NALU Convention 


ROOM HOPPING TO BE FEATURED 
Carrol M. Shanks, Prudential President 
to Address General Agents and 
Managers Conference 
Carrol M. Shanks, president of the 
egw Insurance Company, speaking 
[he Responsibility of Management, 


on 

will address the luncheon of the General 
Agents and Managers Conference on 
Wednesday, August 26, at the NALU 


convention in Cleveland, Ohio, it was an- 
by M. L. Camps, general 
agent, John Hancock Mutual, New York 
City, vice chairman of the Conference 
and chairman of the annual management 
program. NALU Vice President John D. 
Marsh, CLU, Lincoln National, Wash- 
ington, D. C.. GAMC chairman, will pre- 
side at the luncheon in the Hotel Statler 
program session which fol- 


nounced today 


and at the 
lows. 

The “Room Hopping” program, an in- 
novation at the NALU Mid-Year Meet- 
ing in April, when it won enthusiastic 
approval, will be an expanded feature 
of the annual GAMC program. Fifteen 
concurrent room sessions will take place 
on Tuesday evening, August 25, each led 
by an expert on the subject to be 
disc cussed. 

Chairman Marsh 
speakers of national 
GAMC program session 
convene at the close of 
luncheon. 

NALU Past 
manager, 
5 ste on 


will present three 
reputation to the 
which he will 
the Conference 


President Judd C. Ben- 
Union Central, (¢ ‘incinnati, 
“Agency Morale.” C. 

rearhart, superintendent of agen- 

Southeastern Division, New York 
New York City, will discuss “Re- 
cruiting To Your Markets.” Prior to 
July 1, 1953, Mr. Gearhart was the man- 
ager for the New York Life in Washing 
ton, D. C. The final tall of the after- 
noon, “Experiments In Agency Build- 
ing,” will be given by Lambert M. Hup- 
pler, CLU, general agent, New England 
Mutual, New York City. 

Charles J. Zimmerman, CLU, manag- 
ing LIAMA, Hartford, in a 
ceremony annually at GAMC pro- 
gram se will present the award 
for the best article in Managers’ Maga- 
zine. The GAMC business session and 
election of officers will follow the after- 
noon program on Wednesday, August 26. 
At 7:30 p.m. the newly elected board 
of directors will meet. 


son, 
will 
Clark ( 
cies, 


Life, 


director, 
held 


sessions, 


Room Hopping Program 
ram offers 
discussion leaders: 
Agents,” Jules Anzel, 
( ontinental American 
City; “The General 
Agent as a Business Man,” Herbert V. 
Florer, CLU, general agent, Aetna Life, 
Boston; “Single Need Versus Total Need 
Selling,” Paul R. Green, general agent, 
Aetna Life, Seattle; “Supervision and 
Motivation of the Older Staff Manager,” 


The “Room Hopping” prog 
these topics and 
“Financing New 
general agent, 


Life, New York 


John P. Hennessey, regional manager, 
John Hancock Mutual, New York City; 
and “Building Agency Prestige,” John A. 
Hill, CLU, general agent, Aetna Life, 
Toledo. 

Alsi , “Play ge a General Agent’s Es- 
tate, Da vid He xie, associate counsel, 
aa itional Life of Vt.; “Developing 

Brokerage and Surplus Business,” Earl 
C. Jordan, general agent, Massachusetts 


Mutual, Chicago; “The Problem of Fur- 
nishing Estate Planning Services for 
Agents,” Dan A. Kaufman, CLU, general 
agent, Northwestern Mutual, Chicago, 
who will be assisted by his associate 
William F. Elliott; “The Problem of 
Furnishing Pension Services for Agents,” 


David Marks, Jr., general agent, New 
England Mutual, New York City; and 
“Selection Through Vocational Guid- 
ance,” Francis L. Merritt, CLU, vice 


pre sident and director of agencies, Cen- 
tral Li ife Assurance, Des Moines. 

Also, “The Training of Life Agents in 
Insurance,” William 
New York Life, 
and Selection of 


Accident and Health 
E. North, 
Chicago; 


manager, 


“Recruiting of 





Travelers Field Changes 
Several field 
accident and Group lines have been 


recent appointments in 
life, 


announced by the Travelers. 


Six Group supervisors have been ap- 


pointed. They are: George L. Waters 
at San Francisco; Patrick D. Ryan, 
Detroit; Samuel B. May, Milwaukee 
James W. Smith, Minneapolis; Russell 


D. Mowry, and William H. 
Albright, Kansas 
Harry C. Trent, 


been transferred from Charlotte to Bal- 


Chicago; 
City. 
Group supervisor, has 


timore. 
Stanley A. 

reappointed 

signed to Boston upon his return from 


Frederick, Jr., has been 


Group supervisor and as- 


military service. 

W. E. Franklin, who has been field 
supervisor at Dallas, has been promoted 
and appointed assistant manager at 
Fresno, 

Richard P. Brainard, who 
field supervisor at Providence, 
transferred to New Haven in 
a. 

Gordon C. Brainerd has been reap- 
pointed field supervisor at Boston upon 
his return from military service. 

New field supervisor appointments in- 
clude: Jennings H. Marburger at Roch- 
ester; Sidney A. Hempley, Charlotte, 
with headquarters in Columbia, S. C., 
and Albert H. Gudger, Charlotte; James 
D. Bostic, Nashville; Robert G. Schroe- 
der, Indianapolis; Alan A. Lister, Winni- 
peg, with headquarters at Calgary; Otis 
*. O'Hara, Halifax; Dean D. Plumpton, 
Worcester; Gordon W. Coghlin, Van- 
couver; Robert M. Garner, Dayton, and 
Irvin D. Martens, Omaha. 

Fight agency service representatives 
have been appointed. They are: Wil- 
liam F, O'Neill, at Sioux City; Edmond 
L. Moore, Cincinnati; John E. Shoop, 
St. Louis; Russell A. Dickison, Worces- 
ter; Harold E. Whipple, Forty-second 
Street, New York City office; John R. 
Mullen, Jr., Central City, Philadelphia 
office; Daniel B. Stuart, Dallas; and 
Gordon E, Eddolls, Duluth. 


has been 
has been 
the same 


June Life Purchases Up 

June purchases of life insurance, 
amounting to $3,227,000,000 brought the 
aggregate for the first half of the year 
to $18,092,000,000, a new record. The 
June figure, reported by the Life In- 
surance Agency Management Associa- 
tion, compared with $2,674,000,000 in 
June of last year, and $2,258,000,000 in 
June, 1951, 

Purchases 
in June were 


Ordinary life insurance 
$2,096,000,000, or 24% 
over June a year ago. Industrial life 
insurance bought in June amounted to 
$543,000,000, an increase of 9% over the 
corresponding month last year. New 
Group life insurance amounted to $588,- 
000,000 in June, an increase of 21% over 
June a year ago. These represent new 
groups set up and do not include addi- 


of 


tions under Group insurance contracts 
already in force. 
In the first six months of the year, 


total life insurance purchases were 20% 
higher than in the first six months of 
1952. Ordinary life insurance bought 
accounted for $11,758,000,000, an increase 
of 20% over last year. Industrial life 
insurance purchases represented $3,261,- 
000,000 of this year’s six-month total, an 
increase of 6% from last year, while new 
Group life insurance amounted to $3,- 
073,000,000, a rise of 38% from the first 
six months of last year. 





Weekly Premium Agents,” Louis Pohl, 
manager, Life of Virginia, Pontiac, Mich., 
“$500,000 Average Per Mz an,” Carr R. 
Purser, general agent, Penn Mutual, 
New York City; “College Recruiting,” 
Robert P. Steiglitz, CLU, director of 


New York Life, New 
York City; and “Training the Weekly 
Premium Agent,” Leon M. Wear, dis- 
trict manager, Prudential, Lima, O. 


college relations, 





J. L. Miller and J. M. Joyce Advanced by Prudential 





JACOB L. MILLER 


has 


Miller of 
from 


Ridge, 
counsel 
The 
James 


Glen 
associate 


Jacob L. 
been advanced 
general 
At the 
Jersey City, 
was promoted to as- 


to assistant solicitor of 
Prudential. 
M. Joyce, 


assistant counsel, 


same time 


of who has been 


sociate counsel, 

Mr. Miller, 
1947, has been in charge of the litiga- 
tion section of the law department for 
14 years. He joined Prudential in 1924 
and, while a member of the home office 
staff, earned a Bachelor of Laws de- 
gree by attending New Jersey Law 
School at night. He was admitted to 
the New Jersey Bar and in 1933, Pru- 
dential promoted him to assistant so- 
licitor. During World War II he was 


an associate counsel since 


T. L. Webb, S. C. Manager 
For New England Mutual 


T. Ladson Webb, district agent for 
New England Mutual in Charleston, 
S. C., will assume management of the 
company’s South Carolina agency on 


August 1 with the title of agency mana- 


ger. Agency headquarters, which have 
been located in Greenville under - the 
managership of Lloyd E. Roberts, will 


be transferred to Mr. Webb’s offices at 
307 Peoples Office Building at the same 
time. 

A lifetime resident of Charleston, Mr. 
Webb was graduated from the Citadel in 
1932, and commenced his career with 
the New England Mutual as an agent 
in Charleston immediately following his 
graduation. His life insurance career 
Was interrupted by five years of military 


service during World War II, during 
which he rose from the rank of first 
lieutenant to that of colonel in head- 


quarters of the Army Service Forces in 
Washington, D. C. He was put in charge 
of the company’s Charleston office as 
district agent in 1950. 

Active in the business, civic and social 
affairs of his city, Mr. Webb is a life 
member of the New England Mutual’s 
Leaders Association. 


ASS’T MANAGER AT SEATTLE 

Jack Waidman, for seven years as- 
sistant manager in Denver for Mutual 
Life of New York, has been appointed 
assistant manager in Occidental Life 
of California’s Seattle branch office. 
Mr. Waidman is a Navy veteran and 
was active in Denver Community Chest 
work, Chamber of Commerce, and Life 
Underwriters Association, 





JAMES M. JOYCE 
associated with legal work for the Army 
Air Corps. 
Mr. Joyce, 
counsel since 


who has been an assistant 

1947, also specializes in 
litigation work and has been closely 
associated with Mr. Miller in that 
branch of the law department. He at- 
tended New York and Fordham univer- 
sities before joining Prudential in 1928. 
After receiving his Bachelor of Laws 
degree from New Jersey Law School in 
1931, he passed the New Jersey Bar ex- 
aminations and in 1935 became a com- 
pany attorney. 

Both men are members of the Amer- 
ican Bar Association and the New Jer- 
sey Bar Association. Mr. Miller is also 
a member of the Essex County Bar As- 
sociation, and Mr. Joyce of the Hudson 
County organization. 


Detroit Group Manager 

Appointment of Frederick W. Cornell 
as manager of the Detroit Group office 
of Mutual Life, 
nounced by Ralph J. Walker, vice presi- 
Mr. 
has estab- 
lished Mu- 
tual’s Newark Group office during the 


Pacific has been an- 
dent in charge of group operations. 
of Detroit, 


a successful record in Pacific 


Cornell, a native 


past two years. 

Mr. Walker also announced that John 
C. Edwards, formerly on the Seattle 
Group staff, had been assigned to the St. 
the capacity of 
Under man- 


Louis Group office in 
home office representative. 
agement of John Posthauer, the St. 
Louis unit currently leads all Group 
offices of Pacific Mutual in production. 


Harry Kirschenbaum Named 

Appointment of Harry Kirschenbaum 
as associate director of agencies in The 
Prudential’s Metropolitan regional head- 
quarters in New York City, has been 
announced. 

James E. Rutherford, company vice 
president said that Mr. Kirschenbaum 
will assist in supervising operations of 
the company’s 56 district and branch 
sales offices in metropolitan New York 
and Connecticut. Employing 1,425 agents 
and 162 staff managers, these offices last 
year wrote more than $1654 million of 
new insurance. In force business—high- 
est in their history—totals almost $2 
billion, 

With Prudential since 1931, Mr. 
Kirschenbaum has served in company 
managerial posts in New York City for 
the past four years. Prior to that time 
he was an agent and later a staff mana- 
ger for the company. 


— 
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Made 2nd Vice President of 
Massachusetts Mutual Life 















Arthur Johnson 


RAYMOND M. COLTON 




















The 


as second vice president and _ financial 


election of Raymond M. Colton 


secretary of Massachusetts Mutual Life 
was announced by President Leland J. 
Kalmbach. 

Mr. Colton joined the company in 
January, 1923, as a clerk in the actuarial 
department. He shortly commenced 
training for agency auditing work and 
in 1926 was appointed an agency aduitor. 
For the next seven years his work car- 
ried him into various company agencies 
throughout the country, and he became 
well known in the field. In°1933 he re- 
turned to the home office and two years 
later was made assistant financial sec- 
retary. In 1948 he was promoted to 
the position of financial ga A 

\ native of Montpelier, Vt, Mr. Col- 
ton was graduated from Amherst Col- 
lege with a Bachelor of Arts degree in 
1919. While at Amherst he was a mem- 
ber of Delta Kappa Epsilon fraternity. 
During the first World War he served 
as a second lieutenant in the Army. 
From 1919 to 1923 he was with the 
Federal Trade Commission and was as- 
sociated with the official reporters in 
New York and Washington. 


Massachusetts Mutual’s 
Ordinary Sales Report 


For the sixth consecutive month this 
year, Massachusetts Mutual Life re- 
ported new Ordinary sales of over $30 
milhon, June deliveries of $30,631,323 
were 15.6% over June, 1952, and set a 
new company production record for the 
month. This was the fifth new monthly 
production record to be established this 
year, 

Ordinary production for the first half 
of the year amounted to $193,732,388, a 
17.0% gain over the same period last 
year. New Group production of $04,- 
553,533 made the combined deliveries for 
the first six months $258,285,921, a 30.6% 
increase over the first half of 1952. 

Twenty-three of the company’s 89 Or- 
dinary agencies established new June 
production records. The Lawrence, 
Ce, and Hempstead, Long Island 
agencies each reported seven consecu- 
tive record months as of June 30, and 
the Atlanta agency reported six con- 
secutive record months. June production 
of $1,045,603 was a new all-time record 
high for the Cincinnati agency in a 
single month, breaking the former rec- 
ord established by the agency in Feb- 
ruary, 1929. Those agencies reporting 
over a million dollars of new Ordinary 
business in June, were Los Angeles, 
New York, Newark, the Jordan agency 
of Chicago, Cincinnati and Atlanta. 


Occidental Group Changes 

Following appointments and _ transfers 
in Occidental Life of California’s Group 
division have been announced: 

John A. Castino, former Group sales 
representative, has been promoted to 
assistant regional Group supervisor in 
Occidental’s Chicago Group office. He 
joined the company March 1, 1952, in 
Chicago, and was previously employed 
by the Municipal Insurance Co. there 

Thomas McNamara has been advanced 





to the position of Group sales represen 
tative in the company’s Chicago Group 
office. 

Regional Group Supervisor Robert W. 
Gillies has transferred from Albuquer- 
que to Denver, where he will head the 
Denver Group office. 

Clayton Mills, Group service repre- 
sentative in Occidental’s San Francisco 
Group office, has been transferred to 
the Los Angeles Group service depart- 
ment under the supervision of J. J. 
Waddell, Group service manager. 








State Mutual Booklet 

“A Brief History of America’s Fifth 
Oldest Life Insurance Company” is the 
title of a new eight-page booklet that is 
now being distributed by representa- 
tives of the State Mutual Life. 

Written in an easy-to-read manner, 
human interest items are carefully 
woven into the factual record which 
tells of the company’s progress since it 
was chartered in 1844 










































No Witnesses ? 


That’s right, Mutual Of New York has just dis- 
missed a whole crowd of witnesses—150,000 a 


year to be exact! 


Various forms, used by policyholders in 150,000 
transactions a year, no longer require a witness's 
signature. This means it is now easier to: 


Name a new beneficiary . . . 
settlement... 


to transact other business with the company. 


Witnessed forms aren’t a// we’ve eliminated to 


request an income 
apply for a policy loan... and 


improve service for our policyholders. In a further 
effort to make it easier to transact business on a 


personal and confidential basis, the company no 


any of its forms. 


longer requires the notarization of signatures on 


These two changes are evidence of MONY’s 
program of continually striving for more efficient 
service. And changes like these help promote good 
relations among the MONY Field Underwriter, 
his policyholders, and the Home Office. 
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“FIRST IN AMERICA” 


The Mutual Life Insurance Company of New York, Broadway at 55th Street, New York, N. Y. 
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WEATHER STAR SIGNALS ON 
TOP OF OUR HOME OFFICE 


Fes irks os . Fair 
ES is vinsanes Cloudy 
Orange flashing. ...... Rain 
White flashing. ..... Snow 











This booklet js 
being offered to 





Ipful hints on safety 
seful to everyone 


@ PLAN Your GROUNDS 

@ PLAN Your ENTRANCES 

@ PLAN Your WORK AREAS 

@ PLAN Your TRAFFIC WAYS 

@ PLAN AGAINST OUTSIDE Fires 


© PLAN AGAINST 4 
EATI 
COOKING Fires 8° OF 


o ae TO RETARD FIRES 
@ PLAN PROTECTIO 
N 
pic FROM WIND. 
Your Home Special 
supply you with 
Build...” to suit 





1 Agent can 
Copies of “How to 
your needs, 
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A fire alarm could be planned for 
your house with little extra cost and 
great increase in safety, especially 
in homes with young children and 
elderly persons. Alarm bells should 
ring on the main floor and in each 
second-floor bedroom. 


Fire extinguishers should be placed 
on each floor—installed between the 
probable source of flames and the 
nearest exit. In the basement, place 
it near the stairs. In the kitchen, 








near a door. On the second floor, 
in the hallway near the stairs. 
A soda-acid or water-type extin- 
guisher will do for ordinary fires of 
wood, paper or rubbish. A foam ex- 
tinguisher will also handle fires in 
flammable liquids— grease, oil, gaso- 
line, kerosene and paint. A small 
extinguisher of the carbon-tetra- 
chloride type (same as in your car) 
is advisable for fighting electrical 
fires, and is handy for fires in flam- 
mable liquids. 


ABOUT 


AT LEAST 


of fires arise from the heating 


of the property loss is due to 


such fires. 


PROVIDE proper construction for all built-in 
features such as fireplaces and chimneys. 


PROVIDE proper installation for all stoves, 


‘gn against heating or Cooking tires 


or cooking facilities. 


furnaces and heating equipment. 





















FIRE CONTROL 


A faucet threaded to take the garden 
hose is also helpful in fighting fires. 
Such threaded faucets should be 
installed in the basement or laundry 
and outdoors on either side of the 
house. 


A sprinkler installation might be 
made in the basement, where most 
fires start, with sprinkler heads over 
the furnace and the stairs leading 
up from basement. 




























PROVIDE electric 
the human eleme: 


LOOK for the seal o; 
=" Laboratories, 


EMPLOY a skilled electrician 
or extend ony wiring. 


equipment which eliminates 
nt of negligence or eesad: 


label of Underwriters’ 


Inc. whenever you buy. 


© instoll, tepair , 
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ca =) Tip i 
| ‘Meet, your HOMEtown 


IT PAYS TO BRING 
YOUR INSURANCE MAN 
INTO YOUR PLANS 


Your home is the center of happiness 
and security for your family. For something 
so precious, you want the best protection 
possible. That’s why it pays you 
to bring your Home Insurance man into 
your plans. He can help you every step 
of the way ... can recommend construction 
| features that will make your home 
| asafer place in which to live. 
If you are planning to build or remodel, 
plan to have a talk with your Home 
| Insurance agent because 
“built-in safety” can substantially 
reduce home accidents. 
| 





Ask your Home Agent for the 48-page 
booklet, “How to Build or Remodel for 
the Safety of Your Family.” It shows 
how to have a safer, more livable 
home through good design related to 
common sense work and play habits. 
Safety can be made to pay its own way. 





Your HOMETOWN Agent can serve 
you well—see him now! 





* 







Ever since 1853 The Home Insurance Company 
has championed the placing of insurance through agents— 
what is known as the “American agency system.” 


This 
fil page 
odvertisement 
vill oppear in 












——_— | 











ae he * THE HOME * 

Siurlay Evening Post ew 

po htigust 8 ‘ URence 

Timt— August 17 

Usiness Week— July 25 Home Office: 59 Maiden Lane, N.Y. 8, N.Y. 853 a 

\.S.News & World Report FIRE * AUTOMOBILE © MARINE 

— July 31 The Home Indemnity Company, an affiliate, writes 

Nation's Business — August bbe 8 Casualty Insurance, Fidelity and Surety Bonds Yew yor 

better Homes & Gardens ne : 100d ANNIVERSARY | 

ili sateene 4 \and brokers, is America’s leading insurance protector of American homes and the homes of American industry. 
| Skctsstul Farming — September 
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EQUIPMENT DEALERS POLICY 





\ new type policy covering quip- 
ment lers stock ad accessories S 
both while in transit and at locations 
went into effect early this summer in 
some states. It is a departure from 
he usual “Floater” type of coverage 
Phe policy covers not only the property 

he insured or others, but also that 

the insured is lable as 
bailec he Inland Marine Insurance 
Bureau has voted to make a number o 
( ve 1 € iting and ing ot the 
policy as origi ly sent the states tor 


BUSINESS OUTLOOK AFTER 





TRUCI 
\ite s conceded that there ill 
be some ¢ backs military spen 
y that a truce has been signed in 
Korea business ts seem to be 








volume 
continue to be high, em 
ployment and incomes will be above pre 


s for the forseeable future 




















be the st of living and 
population growth are sustaining a 
higher business turnover 
No serious business decline is looked 
for by business leaders quoted in various 
surveys of the outlook after the signing 
r Si T11¢ CXpe Ce 
d a more comp 
Sec d half of 1953 
expect even higher 
than in the first 
with the possibility Or 
profit in some in 
is expected to hold 
company reports for 
of this year are 
on the gain side. Life insurance pr: 
ducers can expect as good a demand for 
insurance protection as they have had 
because personal incomes will remain 
for some time.even if there is a 
tightening up some lines of business 
This will remain so as long as there is 


full employment and large turnover of 
business. 


\ few 


such as 


signs have appeared 





ing money rates and a 


record commercial credit volume. From 


life insurance company standpoint the 


Giapys P. Reap, Assistant Manager 


Canadian subscnptions, 


rom outside the United States by Postal or Express Money Order or by Bank 


the post ofive of New York City under act of 


higher interest rates are a distinct bene- 
fit after years of artifically low :ates. 
Leading opinion seems to be that the 
truce will not lessen the demand for 
goods and services for this year and 
insurance will continue to be in great 
demand for business and personal pro- 


tection. 


Chester O. Fischer, vice president of 
Massachusetts Mutual Life, has been re- 
named as a member of the Insurance 
and Government Expenditures Commit- 
tees of the Chamber of Commerce of 
U. S. for the coming year, it is an- 
nounced by Richard L. Bowditch of Bos- 
ton, president of the national body. The 
Insurance Committee is active in com- 
batting the trend by various government 
agencies seeking to encroach on the 
private insurance field and also seeks 
better insurance relations for United 
States companies in foregn countries. 


* * * 


Byron Trerice, who represents the 
Hartford and other companies in north- 
west Detroit, and is also prominent in 
real estate, has been cited for outstand- 
ing service in real estate by the Na- 
tional Institute of Real Estate Brokers. 
The award went to him for having pre- 
sented the best display of business 
building ideas in the “Office Photos and 
Layouts” classification during a conven- 
tion of National Association of Real Es- 
tate Boards attended by 5,000 real es- 
tate people. 

* * * 

David C. Osborn, Northwestern Na- 
tional Life, Cleveland, was recently in- 
stalled as president of the Junior Cham- 
ber of Commerce, Mentor, O. 


* * * 


Dr. Louis A. Warren, company his- 
torian and director of the Lincoln Na- 
tional Life Foundation, has been rean- 
pointed to a four-year term on the In- 
diana State Library and_ Historical 
Board by Governor George N, Craie 
This appointment marks the start of his 
fourth term for Dr. Warren, who has 
already served on the board for 12 
vears, under three different governors 


* * * 


Henry S. Gooderham, Toronto, pnvesi- 
dent of the Dominion of Canada Gen- 
eral Insurance Co., has been elected to 
the board of directors of the Bank of 
Toronto. 

x * x 


Eldon A. Duff, assistant state auditor, 
has become chief clerk with additional 
duties to be assigned, in the Kansas In- 
surance Commissioner’s office. He has 
been connected with the state auditor's 
office for 16 years. 









my gn 
Left to right—J. Victor Herd, Mrs. and Dr. S. S. Huebner. 


A grant made by the National Board of Fire Underwriters will enable Dr. S. S. 

Huebner, retiring professor of insurance at the Wharton School of Finance and 

Commerce, University of Pennsylvania, to visit South America and study insurance 

methods there. In the picture above, J. Victor Herd, NBFU’s vice president, at left, 

is shown making the award during a recent luncheon in Philadelphia attended by 

several insurance company executives, Wharton School faculty members and Mrs. 
Huebner, who is pictured in center. 





J. Hunter White, resident 
at Atlanta, Ga., of the National Union 
Companies in charge of the south-east- 
ern department, is retiring September 1 
after 20 years of service in the home 
office and the field. E. R. Dobbins has 
been named manager of the Atlanta 
office to succeed Mr. White. The latter 
joined the National Union Companies on 
September 15, 1933, as state agent in 
Georgia and Alabama. In January, 1935, 
he was transferred to the home office 
in Pittsburgh as agency superintendent 
in charge of the southern department. 
On January 1, 1943, he was transferred 
to Atlanta as resident secretary. 


secretary 


a a 





JAMES S. KEMPER 


James S. Kemper, chairman of Lum- 
bermens Mutual Casualty Co. and newly 
appointed United States ambassador to 
Brazil, has resigned as a director of 
the City National Bank & Trust Co. 
Joseph E. Magnus, president of the Chi- 
cago agency of James S. Kemper & Co, 
succeed 


was elected a_ director to 


Kemper. 
i SR a 


Saul S. Vort, brokerage manager of 
The Prudential at Newark, as chairman 
of the United Jewish Appeal of Maple- 
wood, went 20% ahead of the previous 





JOHN GLENDENING 


year’s showing. Active in other charitable 
: ; . campaigns, he has been appointed a vice 

John Glendening, vice president of the : PE 
Home Insurance Co., and his family 
who sailed July 16 on the “Ryndam” 
are visiting European countries. 


chairman of the Community Chest cam- 
paign scheduled later in the year in the 
Oranges and Maplewood. 





July 31, 1953 


























um- 


wly 
PAO. 
of 
Co. 
chi- 
Co., 
eed 


of 
nan 
ple- 
ous 
ible 
vice 


am- 
the 























Temple Seaboard Surety Director 

At the quarterly board meeting of the 
Seaboard Surety Co. of New York City, 
July 24, Alan H. Temple, executive vice 
president of the National City Bank of 
New York, was elected a director. 

Mr. Temple, a native of Maryland, 
joined the staff of the National City 

Zank of New York, April 16, 1931, as 
assistant statistician. He was graduated 
from Columbia University School of 
Journalism in 1917, with a degree of 
Bachelor of Literature. In 1920-1922 he 
served aS a part-time associate on the 
faculty. From 1917-1919 he saw service 
in the 27th Division of the United States 
Army, and after the war became associ- 
ated with the Theo. H. Price Publishing 
Corp. of New York City, as assistant 
editor of “Commerce and_ Finance” 
magazine. He was promoted to the 
mani iging editorship in 1922 and con- 
tinued in that capacity after his election 
as president of the publishing company 
in 1927, which position he held until 
joining ‘National City. Mr. Temple was 
appointed statistician of the bank in 
1932. In 1941 he was appointed a vice 
president and on December 30, 1952, 
executive vice president. 

Mr. Temple has supervision of the 
bank’s economics department, including 
the internationally known Monthly 
Economic Letter and has general ad- 
ministrative duties in addition. He is a 
member of the board of trustees, Com- 
mittee for Economic Development ; Con- 
ference of Business Economists, of 
which he was chairman in 1947; Ameri- 
can Economic Association; American 
Statistical Association; Board of Trus- 
tees, Scarsdale (N. Y.) Public Library. 

x  * 


os 
New Story of Cal Coolidge Thrift 

Among those who read in “This 
Week” the article on insurance agents 
written by Bennett Cerf, one of Ameri- 
ca’s greastest humorists, was Deane C. 
Davis, president of National Life of 
Vermont. “This Week” is a magazine 
with millions of circulation as it is used 
as a supplement by many of the nation’s 
leading Sunday papers. Cerf had _ told 
about Calvin Coolidge bringing his fa- 
ther to the insurance company doctor’s 
office for a medical checkup and then 
saying “If it don’t cost anything I’d 
like you to look Pa over at the same 
time.” 

President Davis sent the following 
telegram to Bennett Cerf giving com- 
plete details of the incident. The tele- 
gram follows: 

“Your anecdote of Calvin Coolidge’s 
purchase of life insurance appearing in 
‘This Week’ was read and appreciated 
here. The full story even further empha- 
sizes Coolidge’s sense of thrift. As re- 
ported to me by my associates in the 
company having personal knowledge, 
these are the facts in full: 

“Earle Kinsley, an agent of the Na- 
tional Life residing at Rutland, Vt. 
solicited Mr. Coolidge, then Vice Presi- 
dent, for insurance. It was not an easy 
sale. In the end Mr. Coolidge decided to 
buy a policy of $1,000. Mr. Kinsley 
inquired of Mr. Coolidge when he could 




















arrange to be medically examined. 


“Who pays for the examination? 
continued Mr. Coolidge. On being in- 
formed that the company paid for the 

examination Mr. voohhdge inquired, 
‘How much does it cost?’ ‘Five dollars’ 
was Kinsley’s reply. 

“After thinking for a few moments 
Mr. Coolidge said, ‘Well, I’ve got to go 
up to Montpelier to make a speech to 
the Historical Society and if I get ex- 
amined by the doctors in your home of- 
fice the company will save $5.’ The med- 
ical examination was deferred until Mr. 
Coolidge came to Montpelier in January, 
and brought his aged father along. 

“‘Father,’ he said, ‘you had better get 
examined too.’ So father stood up and 
let Dr. Colton look him over. Calvin 
watching while the winter winds faerie 
around the windows exclaimed, ‘Why, 
Father, you haven’t any undershirt on.’ 
‘No, Cal,’ the old man admitted, ‘’tain’t 
cold enough yet.” 

* * x 


J. W. J. Levien Chairman of British 
Insurance Association 

J. W. J. Levien was elected the new 
chairman of the British Insurance As- 
sociation, succeeding Sir Edward Fer- 
guson of the Phoenix Assurance. Mr. 
Levien joined the Atlas Assurance Co. 
after leaving Mill High School, and two 
and a half years later (in 1912) went 
to the company’s Calcutta branch. He 
remained in India for 23 years during 
which time he became Eastern secretary 
of the Atlas, controlling for the com- 
pany the whole of India (excluding the 
Bombay Presidency and Sind) and 
Burma and Ceylon. He returned to head 
office as assitant secretary in 1935, was 
appointed secretary on January 1, 1938, 
and assistant general manager and sec- 
retary in 1944. He became general man- 
ager of the Atlas in 1946 and in 1951 
deputy chairman of the British Insur- 
ance Association. 

Mr. Levien has held many other im- 
portant appointments in the insurance 
world, both in England and in India, 
including the presidency of the Insur- 
ance Institute of London. His interests, 
however, extend widely beyond this field, 
particularly to the realm of sport. In 

Calcutta he was president of the Insur- 
ance Games Association and is at pres- 
ent .president of the Insurance Offices 
Rugby Football Union and of the Insur- 
ance Boxing and Rifle Clubs. In 1949 
and 1950 he was chairman of the Lon- 
don Salvage Corps. He is at present 
chairman of the Fire Protection Asso- 
ciation. Mr. Levien is well-known in 
this country. 

The new deputy-chairman of the BIA 
is J. A. Pollen, general manager of the 
London Assurance since 1949 when he 
succeeded Sir Arthur Morgan. He is 
also a director of the Finance Corpora- 
tion for Industry. 

a 
Assist International Exhibits 

The British Insurance Association 
now has a membership of 210 insurance 
offices. During the annual meeting in 
discussing activities of the BIA in the 





past 12 months Sir Edward Ferguson, 
the retiring chairman, said that during 
his 12 months in office there has been 
a great increase in the volume of re- 
quests for BIA’s assistance at insurance 
exhibits. Apart from being asked to 
provide literature and exhibits for nu 
merous provincial fairs, exhibitions and 
shows, requests came to help organizers 
in three important International Ex 
hibitions overseas “Which requests,” said 
Sir Edward, “we invariably ende ivor to 
meet to the best of our ability.” These 
exhibitions were: 

(a) Rhodes Centenary Exhibition 
Bulawayo, May 30-August 29 — The 
3oard of Trade asked for the lcan of 
the drawings which illustrated the re- 
cent series of advertisements on the 
theme “British Insurance Compames 
Back World Enterprise.” Some insur- 
ance literature was also provided for 
the United Kingdom Exhibit. 

(b) International Fair, Philippines. 
—A copy of the pamphlet produced 
for the B.I.F. last year was sent to 
the Philippines in order to provide 
some help for the planning of the 
booklet to be distributed at the stand 
of the Philippine Insurers Club. A 
most effective publication illustrating 
the contrasting histories of two fami- 
lies (one insurance-minded and _ the 
other in favor of dispensing with in- 
surance) was prepared locally. 

(c) Barcelona Trade Fair, June 1-20. 

The British insurance interests in 
Spain asked for assistance in the 
preparation of a Stand in the British 
Pavilion, and a selection of the B.I.F. 
models was accordingly flown to Spain 
at the conclusion of the B.LF. 
booklet with the title “Nada de 
Suerte” on the lines of “It Isn’t Luck,” 
was prepared in Spain. 

* * * 

Federation of Insurance Counsel 
Program for 1953 Annual 
Convention 
The program for the 13th annual con- 


vention of the Federation of Insurance 
Counsel has just been released by Presi- 


dent Charles B. Robison of Chicago. 
The convention will be held at Bedford 
Springs, Pa., August 19-22. 

Addresses will be given as_ follows: 


“Judicial Supremacy in America,” by R. 
Carter Pittman, Dalton, Ga.; “Care, 
Custody and Control Exclusion,” by 
John C. Williams, Houston, Texas; 
“Title Insurance and State Regulation 
Thereof,” by Fairfax Leary, Jr., Phila- 
delphia; “The Casualty Claimant,” by 
Professor Frederick D. Lewis, Drake 
University Law School, Des Moines; 
“Problems of Defense Attorneys in 
a High Verdicts,” by Erwin 

’. Roemer, Chicago; and “State Insur 
ance Regulation,” by James Britt Dono- 
van of the law firm of Watters & 
Donovan, New York City and Washing- 
ton, D. C. There will also be a panel 
discussion on “Where Does a Defense 
Attorney’s Responsibility Lie?” moder- 
ated by James Dempsey of White 
Plains, N. Y. Harold J. McAuley, New 
York City, will complete the speakers 
program with a humorous address at 
the annual banquet. 

John A. Skelton, counsel for the 
Pennsylvania Insurance Department, 
will give the opening address of wel- 
come to the members of the Federation. 

Some time has been allotted for 
recreational activities at the resort, in- 
cluding an old-fashioned barn dance 
and weiner roast one night. Election 
and installation of the new officers will 
take place at the closing session on Fri- 
day, August 22, at which time the Fed- 
eration’s George Henry Tyne award 
will be presented to Mr. Donovan. 

The award is given by the Federation 
for what it regards as the most out- 
standing achievements during the 12 
months preceding the annual meeting. 
Last year the award was won by Vice 
President William H. Seymour of the 
Liberty Mutual. 

ee ar 


Dewey Will Continue as Governor 

In view of all those paragraphs which 
daily 
running 


paper gossip columnists have been 
about Governor Thomas E. 








ALAN H. 


TEMPLE 

Dewey to the effect that he will shortly 
become “president of a big insurance 
company” it is interesting to note that 
they now say the Governor has been of 
fered the presidency of five diffe rent 
universities. All of the rumors relative 
to Dewey and presidency of insurance 
company turned out to be spurious. It 
recalls the 7 f 





cocksure item of one chief 
gossip columnist who said many year 
ago that the president of an unusually 
large fire insurance company “will get 
the gate at the next meeting of his 
board and his first knowledge of this 
will be when he reads this column.” 
The executive in question is still presi- 
dent of the fire insurance company 

When this particular item appeared 
the head office of the company was 
so irritated that its officers said they 
would leave no stone unturned until they 
could find where the columnist got the 
information. No one gave the answer 
Rarely does any one uncover the person 
who gives such tips. It is well under- 
stood, however, that most of the items 
used by “keyhole columnists” come from 
press agents of movie stars or hatcheck 
girls in cafe society restaurants 

At Albany the newspaper correspond- 
ents believe that Dewey will continue as 
Governor for quite a spell. 

eo ee * 
British Insurance Men Hear 
Duke of Edinburgh 

Chief speaker of the Chartered Insur 
ance Institute at a dinner on July 24, in 
London, was the Duke of Edinburgh, 
husband of Queen Elizabeth 

The Duke said he was surprised when 
asked to propose a toast at an insur- 
ance dinner as he is not a policyholder 

“My life has never been insured,” he 
said, “and I doubt very much anyone 
would take it on now. My _ personal 
goods and chattels are hardly worth in 
suring.” . 

However, the Duke said that the roval 
racing yacht is insured “and you can put 
that down perhaps to my better knowl- 
edge of marine risks, especially w 
happen to be sailing them.” 


- 


Biddle of Erie Gives Kids Free 
Pony Rides 

J. Kenneth Biddle’s greatest pleasure 
is observing happy children. Yearly, the 
Erie, Pa., insurance agency owner de- 
votes at least two weeks of his time, at 
considerable expense to himself, 
at least a small group of 
smiling during that period. 


to keep 
youngsters 


Biddle manages Uncle Ken’s Pony 
Club. Any youngster can become a 
member of this organization bv riding 


About 100 vards north 
from the County Tuberculosis Hospital, 
Lake Pleasant Road, Biddle operates a 
small scale riding academy for at least 
two weeks during the summer months. 

Two ponies are kept in an enclosure 
and are available for rides by children 
under 14 at no charge. There is only one 
proviso, Children must have their par- 
ents’ consent. 


one of his ponies. 
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Fireman’s Fund Home 
Owners’ Form in Calif. 


LIBERAL FEATURES OUTLINED 


Revised Form Filed Also in Several 
Other Western States and May Be 
Made a Elsewhere 


A revised version of the Fireman’s 
Fund special home owners comprehen- 
sive policy, which was released this 
week to the firm’s producer representa- 
tives throughout California, contains 
many liberal features, according to Louis 
W. Niggeman, vice president in charge 
of the Pacific Coast departments of 
Fireman’s Fund Group. 

In addition to a detailed report of the 
new, broad features of the “all risks” 
special home owners policy, representa- 
tives of Fireman’s Fund in California 
also received a package of selling aids, 
including direct mail material, which 
will enable them to market the cover- 
age more successfully. 

Highlights of Policy 

Highlights of the revamped 
home owners policy include: 

1. Elimination of requirement that 
insured building be an owner-occupied, 
single dwelling. Any dwelling now 
eligible under the habitational occupancy 
tariff for dwelling rates and forms may 
be covered. 

2. Few exclusions. Example, the SHO 
policy covers the cost of tearing out or 


special 


replacing walls, floors or ceilings to et- 
fect repairs to damaged plumbing sys- 
tem. It also covers damage caused by 
subsidence and water seepage through 
foundation walls. 

3. An increase in the limit per tree 
allowed under the 5% extension of the 
amount to $250 and coverage 

shrubs and plants from: still 


dwelling 
fi trees, 
more perils than allowed under the old 
form. 

4. Automatic additional living 
and rental value coverage as a 10% ex- 
1 amount without 





expense 
tension of the dwelling 
the usual monthly recovery limits. 

5. The deductible now applies to fewer 
perils. Even landslide, collapse, etc., are 
no longer subject to the deductible 


6. Optional replacement cost insur- 
ance without the usual necessity of cn- 
dorsement or the requirement to rebuild 
on the same site. 

7. Automatic pickup of existing insur- 
ance with full credit for pro-rata un- 
premium at current rates. 





earned 
Annual Payment Provisions 

8. Provision for annual payment under 
current installment premium rules. 

9. Premium is based on the three year 
fire, extended coverage and additional 
extended coverage rates, plus 12 cents 
for three years for the additional risks 
assumed, The deductible may now be 
waived for an additional three-year rate 
of 12 cents but subject to a minimum 

1dditional three-year premium of $50. 

10. Provision for adding earthquake 
coverage without an endorsement. 

In the announcement of the revised 
policy, it was stated that the terms of 


the new policy automatically apply to 
outstanding SHO policies at the option 
of the assured. It was further indicated 


that the special home owners compre- 
hensive policy has been filed in Colorado, 
New Mexico, Wyoming and Nevada. It 
is also anticipated that the policy will 
soon be made available to producers of 
the group in other states. 


RUPP IN. CENTRAL ILLINOIS 
The American Insurance Co. an- 
nounces return of Special Agent James 


H. Rupp, Jr., to west central Illinois, fol- 
lowing completion of his tour of active 
duty with the United States Navy. 


Travelers Fire Field 
Appointments Announced 


Several recent field appointments in 
fire and marine lines have been an- 


nounced by the Travelers. Roy E. Wik- 
strom, who has been field supervisor, 
unassigned, has been appointed to Hart- 
ford. 

Headquarters of William N. Lowe, 
field supervisor, have been changed from 
Chicago to Aurora, II]. 

Headquarters of Warren M. Hummel, 
field supervisor, have been changed from 
the 80 John Street office in New York 
to Seaford, Long Island. Other field 
supervisor appointments include H. 
Craig Knop at Des Moines and James 
A. Cotter at Boston. 


Aetna Transfers Wight 
From Phila. to Newark 


Transfer of Special Agent Willard M. 
Wight from the Philadelphia office of 
the Aetna Insurance Group to the New- 
ark, N. J., office is announced by Vice 
President Robert S. Garvie. Mr. Wight 
will be associated with State Agent 
Howard L. Waterhouse and will suc- 
ceed Special Agent Lewis P. Johnson, 
who has resigned, effective August 1, to 
enter the local agency business in Pitts- 


field, Mass. 


A native of Wellesley, Mz ISS., and a 
eraduate of C lg ate U 1 ag Mr. 
Wig rht served in the U.S. Navy through 


World War II at following his dis- 
charge with the rank of lieutenant (jg) 
joined the Aetna. He was graduated 
from the group’s multiple line training 
school in 1946 and was then appointed 
special agent at Philadelphia. 


ARK. DEDUCTIBLE SET ASIDE 

An order setting up a $50 deductible 
clause in Arkansas wind, hail and storm 
insurance policies was set aside July 16 
by Arkansas Insurance Commissioner 
Harvey Combs. “New rates for straight- 
type insurances are making it prohibi- 
tive,’ Combs said in withdrawing the 
order, which went into effect June 28. 

Combs said this deductible clause was 
designed to be optional, but that prices 
fixed by the rating bureau for non- 
deductible insurance were making it 
mandatory. 


Crowded Warehouses 
Boost Fire Hazards 


SURVEY BY NATIONAL BOARD 


Safety Recommendations Made After 
Violations of Storage Rules Are 
Found in Many Buildings 


On an average of once every week 
somewhere in the United States a large 
loss warehouse fire occurs, resulting in 
individual losses ranging from $100,000 
to over $5,000,000. This was disclosed by 
the National Board of Fire Underwriters 
in a fire prevention and protection sur- 
vey of warehousing and stockpiling re- 
leased July 

In commenting on it, Lewis A. Vin- 
cent, NBFU’s general manager, said that 
the fire losses are of such proportions— 
and the potential so great—as to de- 
mand national attention. As an exz ample 
of this potential, he cited general in- 
ventory accumulations which currently 
stand at a record high of $73.5 billion, 

Security Threat Says Vincent 

“When these commodities are de- 
stroyed by fire,” he said, “they are 
forever lost to the economy. In addi- 
tion, the large volume destruction of 
certain vital raw materials and finished 
products could dangerously affect the 
national security, particularly when time 
itself becomes a critical material.” 

The survey found that regardless of 
the continued expansion of public ware- 
house facilities, space is still at a pre- 
mium. This deficiency in space, the 
survey said, has led to violations of the 
principles of safe storage. 

In one eastern city, the survey noted, 
a series of warehouse fires brought 
about a careful check of 295 buildings 
containing this class of occupancy. It 
revealed that 95% had one or more seri- 
ous fire hazards or protection deficien- 
cies. 

The survey was directed by John A. 
Neale, NBFU’s chief engineer, and 
Mathew M. Braidech, its research di- 
rector, in cooperation with the Ameri- 
can Warehousemen’s Association and 
the Special Risks Underwriters Confer- 
ence. It contains numerous recommen- 
dations, including those for building 
construction, storage practices, mainte- 
nance and housekeeping, fire protection 
and salvage operations. 

AETNA OFFICE IN MOBILE 

Opening of a new Aetna Insurance 
Group field office in Mobile, Ala., is an- 
nounced. Special Agent Fred E. High- 
tower has been transferred from Birm- 
ingham to the Mobile office. State Agent 
". G. Darling will continue supervision 
of the entire state from Birmingham. 





“Joe sent me...” 

















Maybe you remember that from speak- 
easy days during the years of Prohibition. 
No one ever knocked at a speak door with- 
out a recommendation from “Joe.” 

Of the large number of new accounts 
on our books many were referred to us by 
brokers who've been with us for a long 
time. Apparently they like their friends to 
have something good too, and we're happy 
about it. 

On the other hand many brokers come 
to us cold. So, even though you don’t know 
“Joe” we promise you the same warm re- 
ception everyone gets here. Find out for 
yourself. 


JAFFE AGENCY, 


INC. 


VAURLANGCE 


45 JOHN STREET « NEW YORK 38, N. Y. 


Telephone BArclay 7-8900 
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Prov. Wash. Names Wiest 
Philadelphia Asst. Mgr. 


William P. Wiest, Jr., has been ap- 
pointed assistant manager for the Provi- 
dence Washington Insurance Co. in the 
Philadelphia office, 342-354 Public Ledger 
Building, Stephen W, Carey, 3rd, presi- 
dent, announces. 

Mr. Wiest was formerly associated 
with Hutchison, Rivinus & Co. before 
joining the Providence Washington jn 
1947. He is a native of Philadelphia and 
attended the University of Pennsylvania, 


House Approves Probe of 
Texas City Claims on Govt. 


The House of Representatives in 
Washington has passed a_ resolution 
calling for an investigation by the 
House Judiciary Committee of the merits 
of all claims against the Federal Govern- 
ment arising out of the Texas City dis- 
aster in 1947, Sponsor of the resolution 
was Rep. Clark W. Thompson (D., Tex.), 
whose constituency includes Texas City. 

The Thompson proposal grew out of 
the recent Supreme Court decision 
which threw out some 300 suits against 
the Government for damages amounting 
to about $200 million in death, injury 
and property losses. 

The Court held that the Government 
was not liable under the Federal Tort 
Claims Act, on which the suits were 
based, but indicated this was a legal 
opinion restricted to the effect of that 
act, and did not necessarily mean that 
there was no Government responsibility 
for the losses caused by the explosions. 


Illinois Institute Offers 
Fifth Scholarship Program 


Illinois Institute of Technology, in 
cooperation with the organization stock 
fire insurance companies, will offer a 
property insurance scholarship program 
for the fifth consecutive year starting 
with the 1953-54 semester 

The program is designed to provide 
qualified young men to form a nucleus 
for future expansion in the property in- 
surance industry. In the past, the pro- 
gram has succeeded in providing a con- 
stant source of trained personnel in 
this field. 

John J. Ahern, director of fire pro- 
tection and safety engineering at Illinois 
Tech, stated that the cooperation of the 
insurance industry has been a major 
factor in the success of I.1.T.’s inte- 
grated training program in all phases 
of insurance work 


To Treat Insulation Board 
With Flame Resistant Coat 


Some insulation board will spread fire 
several times faster than wood. It has 
been a major factor in many, high loss 
of life fires in dwellings, nursing homes 
and hospitals. However, insulation board 
can be made less dangerous—treated to 
slow the spread of fire—and the coun- 
try’s insulation board manufacturers have 
just agreed to treat all board from now 
on with a flame resistant coating. 

This industry-wide safety move was 
revealed by Percy Bugbee, general man- 
ager of the National Fire Protection 
Association of Boston, in a speech be- 
fore the New England Association of 
Fire Chiefs. Chiefs from the six New 
England states held their annual con- 
ference at the Wentworth in Ports- 
mouth, N. H 

The industry’s action was voluntary, 
Mr. Bugbee told the chiefs. “Insulation 
boards are an important and widely used 
building material and the treatment of 
these boards with flame resistant coat- 
ings should substantially reduce the life 
hazard,” he said. 

Reviewing the recent nursing home 
fires, Mr. _Bugbee reminded the chiefs 
that now is the best time to rally the 
public behind better fire protection for 
nursing homes. 

































July 31, 1953 








Page 21 








Jack Maguire — Texas Publicist 


Public Relations Manager in That State for Stock Fire 
Companies Making Excellent Record; Favorably Known 
to Editors; Honored for Past Achievement 


By Crarence T. Husparp 


When Jack Russell Maguire, public 
relations manager for the Texas Ad- 
yisory Association, an organization serv- 
ing all stock fire insurance companies 
operating in Texas, makes his report at 
the annual meeting usually held at the 
fabulous Shamrock in Houston, every- 
one sits up and takes notice. 

Jack, a dark-haired young man in his 
thirties, tall, usually smoking a pipe and 
possessing a soft- toned Texas voice, is 
as well known in the editorial rooms 
of the Reader’s Digest as he is in the 
Insurance Department of Austin, Texas. 

Formerly a railroad publicist—he re- 
cently had a most amusing story in 
“Tracks” about Santa Clauses and their 
unfortunate airplane ventures. Maguire 
has sparked the public relations of the 
fire insurance companies operating in 
Texas to a new high. 

He talks well before gatherings; he 
turns out a prodigious number of fire 
prevention stories; he conducts a “listen- 
ing post” wherein misguided attacks on 
insurance are immediately challenged; he 
keeps a steady contact with local agents, 
and runs a busy office at the executive 
headquarters of the Texas Advisory As- 
sociation in Austin where he is associated 
closely with Manager Norris Parker. 


Boosting Town Inspections 


One of the outstanding features in 
Texas in the way of fire prevention is 
the “town inspections.” All fire fieldmen 
converge on a selected city, and with the 
cooperation of the Mayor and Fire Chief, 
all central properties are inspected. Jack 
Maguire has succeeded in having photog- 
raphers from “Life,” and broadcasters 
from NBC to attend. He has arranged 
parades, public addresses, and a hearty 
newspaper support of this constructive 
activity, not overlooking the participation 
of school children. A modest Texan, he 
states it thus: 

“I’m just a department head. The ac- 
~ results are achieved by the fieldmen 

1 Texas of the fire insurance compa- 
fics, north and south. They have their 
own organizations and with the support 
of their companies they really do a job 
in our Lone Star state. Many of them 
are good speakers and make dozens of 
talks before Rotary, Kiwanis and Lions.” 

As a frequent Texas visitor, I believe, 
as a curbstone observer, that this state 
does a better job of public relations than 
anywhere else, and much of it is due to 
Jack Maguire’s enthusiasm, ability and 
editorial know-how. 

He’s quite a chap. At Christmas he 
amused all his friends by sending out 
an announcement of the “Maguire 
Christmas Sweepstakes.” He explained 
in print—‘As much as I love you all, 
can’t send each of you the present I 
would like. So I have purchased six pres- 
ents (herewith listed). These are num- 
bered and will be put under our Christ- 
mas tree. On Christmas morning, my 
young son will draw six numbers, and 
a present will be mailed to each winner.” 

Mrs. Franklin D. Roosevelt, and even 
F.D.R. himself, helped to pattern Jack 
Maguire’s destinies. Jack had already 
discovered some scrivening urges within 
himself when he supplied poems to for- 
mer Governor Leo O’Daniel for reading 
in his famous radio broadcasts. When 
Mrs. F.D.R. came to town Jack pre- 
sented flowers to her, and thus got into 
conversation. “You should write,” she 
advised. So later he wrote to F.D.R. and 
said—“Why don’t you make a speech in 
Denison?” So F.D.R. did. Understand 
now why J.M. is such a good public re- 
lations man? 

Jack Russell Maguire has packed more 





experiences into his young life than 
most insurance people experience in a 
lifetime. He was once a door-to-door 
Bible salesman; he operated a boiler in 
a cleaning plant; he was the director of a 
marriz ige-by-mail club, though he did not 
acquire his charming blonde wife by let- 
ter (Patsy Jean Horton . he has two 
sons, Jack, Jr., and Kevin); he graduated 
from Denison high in 1937, attended 
North State College, and then in 1944 re- 
ceived his Bachelor of Journalism De- 
gree from the University of Texas. 

Transforming this training into actu- 
ality, inspired by Leo O’Daniel, the flour 
king Governor, and Mr. and Mrs. F.D.R., 
Tack R. M. became a reporter on the 
Denison Herald, later the Record- 
Chronicle, a news commentator for Radio 
Station KRRV at Sherman. Then he 
joined the state capitol staff of the As- 
sociated Press in Austin, followed by 
serving as editorial page editor for the 
Texas Herald. The Katy Magazine, pub- 
lished by the Missouri-Kansas-Texas 
railroad of St. Louis, made him editor 
of their journal, and next the Texas 
Pacific Railway Co. of Dallas, acquired 
him to edit T & P Topics. This took 
him up to February, 1950, when he was 
appointed director of public relations for 
the Texas Advisory Association. 

“A Short History of Denison, Texas,” 
was authored by J.R.M. and published by 
Miller & Son. His feature articles have 
appeared and re-appeared in the St. 
Louis Globe-Democrat, Kiwanis Maga- 
zine, Texas Parade, Everybody’ s Digest, 
Baltimore Sunday Sun, and mz iny others. 
In fact, he was honored with the Sigma 
Delta Chi award for being the outstand- 
ing graduate in journalism in the Univer- 
sity of Texas, and he was also elected 
to a lifetime honorary membership by 
the American Railway Magazine Editors 
Association, 

Since Maguire has organized the Texas 
public relations department for fire in- 
surance companies, the former deroga- 
tory press attacks on the industry have 
entirely ceased. Jack Maguire has won 
the confidence of the new spaper editors 
in Texas and they first seek his advice 
before running a story. It is hoped that 
his valuable servic es may be expanded to 
other lines of insurance for he has set 
a pattern of promise well worth copying 
far and wide. 





BEST’S 1953 REPORTS READY 


New Edition Covers Over 1,200 Fire, 
Marine, Casualty, Surety, Lloyds 
and Reciprocal Organizations 
The 1953 Best's Fire & Casualty In- 
surance Reports, covering more than 
1,200 fire, marine, casualty, surety, 
Lloyds and reciprocal organizations in 
its 1,859 pages, is ready for delivery. 
As an added feature this year, this 54th 
annual edition contains consolidated 
statement figures covering the opera- 
tions of stock company multiple line 

groups and fleets. 

The Reports contain comprehensive 
analyses of the financial condition and 
operations of the leading companies in 
the United States and Canada, Each 
analysis includes a summary opinion or 
rating, latest financial statement, under- 
writing exhibit, investment exhibit, sum- 
mary of stocks and complete figures 
covering underwriting procedures. 

A five-year financial and operating 
exhibit shows the progress of each com- 
pany, distribution of assets, capital, 
serves, significant ratios, investment 
income, etc. Federal taxes are shown 
as a separate item to avoid distortion 
of expense ratios, so that each com- 





EMPLOYERS’ GROUP CHANGES 





Cookson, Fort and Barter Asst. Secre- 
taries; All Three Have Duties at 
the Home Office in Boston 
The Employers’ Group of Boston an- 
nounces elections of John W. Cookson, 
J. Donald Fort and Stephen J. Barter 
as assistant secretaries of the Employ- 

ers’ Fire. 

Mr. Cookson became associated with 
the Employers’ Group in Boston in 
1936, where he served in various capaci- 
ties until his transfer to the New Haven 
office in 1940. At this location he served 
as special agent and agency supervisor, 
and in April, 1950, was appointed man- 
ager of the Connecticut branch. He has 
recently returned to Boston to assume 
his new duties. Mr. Cookson was gradu- 
ated from Northeastern University in 
1936 with the degree of B.S. in Busi- 
ness Management. 

A resident of Wellesley, Mr. Fort is 
a graduate of Ohio State University and 
studied special insurance courses at New 
York University. He was employed in 
1948 as manager of the New York 
branch of the Employers’ Fire and has 
been superintendent of the inland ma- 
rine department at the home office in 
Boston since 1949, 

An employe of the fire company since 
1925, Mr. Barter has served in various 
capacities in both the Boston and San 
Francisco offices. His most recent post 
was that of supervisor of fire underwrit- 
ing in the home office. He is a West 
Medford resident. 


N. Y. INSURANCE DAY EXHIBITS 


All Segments of Industry Plan to Share 
in Program Sept. 22 and to Display 
Valuable Exhibits 

An enthusiastic group of members is 
striving to convince the insurance world 
that Greater New York Insurance Day 
on September 22 is to be an all-indus- 
try event in fact. The program of 
speakers will encompass every branch 
of the field. 

The exhibit room at Greater New 
York Insurance Day will no doubt prove 
a popular section of the all-industry, all- 
day event at the Hotel Biltmore. 

Initial reports indicate that national 
companies are providing exhibits for 
visitors, According to Armand Lowell, 
chairman of the committee on exhibits 
for the Greater New York Insurance 
3rokers’ Association, a number of such 
companies have already completed plan- 
ning their exhibits. 

Mosler Safe Co. will display the new- 
est protection equipment available, as 
will Babaco Alarm Service. Wheeldex, 
Louis F. Dow Co. and Grossman Co. 
will unfold recent developments in their 
special fields. 

The Aetna Casualty Co. will have its 
celebrated Driver Reaction equipment 
on hand. The Institute of Life Insurance 
will come forth with two large graphic 
portrayals of its field. The National 
Board of Fire Underwriters is adding 
their displays, as is the Insurance So- 
ciety of New York. 

Admission to Insurance Day is only 
$1 for the entire program, but regis- 
fration for attendance must be made 
in advance by writing the Insurance 
Day Committee of the Greater New 
York Insurance Brokers’ Association at 
123 William Street. 





pany’s report is comparable over the 
five-year period. 

Other features include a complete one- 
year exhibit of business written by 
classes of coverage, a five-year exhibit 
showing growth or decline of volume, 
and loss experience on various lines of 
business written, history, management, 
reputation, officers and directors. 

Copies may be ordered as part of 
Best’s Insurance Service from the home 
office of the Alfred M. Best Co. at 75 
Fulton Street, New York, or from 
branch offices in Atlanta, Boston, Chat- 
tanooga, Chicago, Cincinnati, Dallas, 
Los Angeles and Richmond. 





AIU Companies Open 
New Havana Building 


RECEPTION FOR 


1,700 GUESTS 


Fully Air Conditioned Structure Has 
Space for 140 Employes; Starr and 
Others Attend From New York 


Two companies of the American In- 
ternational insurance groups, Interna- 
tional Underwriters for Latin America 
and Insular Underwriters of .Cuba, re- 
cently moved into fully air conditioned 
quarters in a four-story building at 23rd 
Street, Vedado, 
and owned by American International 


and F Havana. Built 
Life, also of Havana, the concrete build- 
ing is of modern architectural design, 
and provides office space for the com- 
panies’ 140 employes. 

A unique feature in design is protec- 
tion from tropical sun made possible by 
a series of vertical flanges running 
across the front of the building and a 
honeycomb stretching along the F Street 
side. The base of the building is Swedish 
rose granite with the insides of the 
honeycombs brought out in a_ bright 
copper color. The building is surfaced 
in a local stone of a warm cream color. 

A reception was given for more than 
1,700 people and was attended by state 
and civil dignitaries, members of the 
foreign diplomatic corps, leaders of in- 
surance, banking, business and industrial 
circles from both Latin and North 
America. 

Among guests from New York were 
C. V. Starr, chairman of the board of 
both C. V. Starr & Co. _— American 
International Underwriters Corp.; W. S. 
Youngman, president of C..V. Starr; A. 
Joukowsky, senior vice president of C. 
V. Starr; A. E. Gilbert, executive vice 
president of American International 


Underwriters Corp.; Alfred Weber, 
treasurer of AIU Corp.; Arthur Quar- 
anta, vice president of Marsh & Mc- 


Lennan. 

The additional property in the rear 
of the building was turned into a tropi- 
cal garden for this occasion, and a suit- 
able background of more than * — 
sand trees and shrubs was added. Flood- 
lights illuminated the building he flags 
of the 21 Latin American Republics, 
United States and Canada were flown. 

Henry Silva, a native Cuban, is presi- 
dent of IULA and Insular Underwrit- 
ers. American International operations 
in Latin America were started in Cuba 
in 1937 by the late George Moszkowski. 
IULA does a general insurance a re- 
insurance business throughout the Latin 
American countries, exclusive of Cuba 
Insular Underwriters operates only in 
Cuba and is the largest general insur- 
ance underwriter in the republic. 


Middleton Ocean Marine 
Mgr. for Automobile in N. Y. 


The New York City branch of the 
Automobile of Hartford has appointed 
William A. Middleton as manager of 
the ocean marine department. He suc- 
ceeds Thomas F. Hamill, who becomes 
associated with the home office of the 
Aetna Life Affiliated Companies in 
Hartford, He has been manager of the 
marine denartment in New York for 
several vears. 

Mr. Middleton has been with the 
group since 1926. He served both in 
the home office and in the field and 
came to the New York office in 1951. 


REELECT RICHARD, TAYLOR 

Eugene C. Richard, New York mana- 
ger of the American Insurance Co., has 
been reelected chairman of the commit- 
tee on electricity of the New York Board 
of Fire Underwriters. He is also con- 
tinued as a member of the board of di- 
rectors. Lee W. Taylor, manager of the 
Fireman’s Fund fire department, is vice 
chairman of the committee. 
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FIRE ASSOCIATION CHANGES 
McFarland Retiring as State Agent To 
Be Executive Sec’y Maine Agents; 
Wadsworth Succeeds Him in Field 

\fter more than 30 years of service 
with the Fire Association of Philadel 
phia, George F. McFarland, state agent, 

Maine and New Hampshire, is retir- 


ing effective September 1 and will as- 


sume position of executive secretary of 
the Maine Association of Insurance 
: : 


His business career began in 
ith Fred C. Lyman & Company, 
agents, Bar Harbor, Me 
Following his association with this 
office Mr. McFarland was employed by 
fastern Trust and Banking gp rigg tod 
ngor, leaving there in 1918 to ent 
a services. At the end « f Worl d 
War I he was employed by tl e State 

Maine as a Deputy Banking Commis- 
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EXCELSIOR RECEIVES CITATION 





The E xcelsior Insurance Co. of Syra 
, oe has c been awarded a 

ion by a uncial World,” well- 
investment and business weeklv 
azine, for the qua itv of its 1952 
report to xckholders. This 

is a distinc for the annual 





rts of more than 5,000 corporations 
ig the annual survey 
World.” 


ROBERT L. HAWES DIES 
Robert L. Hawes, of Louisville, Ky., 
7 stablished the 
Insurance Agency, in 1913, 
after he became an insur- 
olic died Julv 18, following a 
long illness. Mr. Hawes was a member 
Louisville Board of Insurance 
Agents for more than 40 vears. Three 
vears ago, he and his wife, Mrs. Hettie 
Stopher Hawes, celebrated their golden 
wedding anniversa Mr. Hawes was a 
member of the Board of Aldermen from 
1921 to 1925. 


CHANGE A AGENCY ? NAME 

The M. A. Bennett Agency. Erie, Pa., 
has changed its name to the Wexler 
Agency and ha¢#*moved to a new loca- 
tion in Erie. The agency now is headed 
by Morris Wexler and his brother, Sid 
ney Wexler, upon the retirement of 
M. A. Bennett. The Wexler Agency 
will continue to be —— agents for 
the Midland Mutual Life in northwest- 
n Pennsylvania 





age, who 








ern 


JOINS HAMILTON A AGENCY 
oe Mor den announces that George 
B. Story has become associated with 
W. and J. Morden Insurance Agents, 
Hamilton, Ontario. Mr. Story recently 
vas manager of the Hamilton - Niagara 
Branch of the Massie and Renwick 
Group of General Insurance Companies. 


Rutgers to Give Courses 


For CPCU Examinations 

The New Jersey Chapter, CPCU, an- 
nounces that Rutgers University Exten- 
sion Division will again open courses 
for preparation for all five CPCU ex- 
aminations. Professor Roderick Light, 
director, suggests that those interested 

| register early at 
the Extension Division office at 33 
Washington Street, Newark, N. J. 

The courses are the only ones given 
in North Jersey which have been set up 
specifically to assist those preparing for 
the CPCU examinations. The New Jer- 
sey pce sponsors the courses and its 
members participate actively in the in- 
struction. 

Interviews with those who register will 
be held by the New Jersey Chapter 
late in August. Additional information 
may be obtained from Frederick S. 

pplegate, CPCU, chairman of the edu- 
cation committee, 25 W. South Orange 
Avenue, South Orange, or from Ira F. 
Weisbart, CLU, CPCU, president of the 

lapter, 021 Bergen Avenue, Jersey City. 


in any of the courses 


id IN MISSOURI ASSOCIATION 


Membership of the Missouri Associa- 


tion of Insurance Agents totaled 797 as 
of July 17, Bennett G. Gregory, execu- 
tive secretary, has announced. This 


compared with a total membership of 
only 517 on September 1, 1952. The as- 
sociation is endeavoring to attain 1,000 
members before its next annual 





paying 
meeting, or by September 1, 1953, if pos- 
sible. 


HAYDEN ON AGENTS’ COUNCIL 

Forrest H. Witmeyer, president of 
the Excelsior of Syracuse, N. Y., an- 
nounces appointment of Frederick R. 
Hayden of ( assopolis, Mich., as a mem- 
ber of the agents’ advisory council of 
the company. Mr. Hayden is sole owner 
of the Hayden Agency which was 
started by his grandfather. He attended 
Michigan State College and was grad- 
uated from Alma College of Alma, 
Mich. He joined the Army in 1941 and 
served as a meteorologist in the Air 
Force. 


Pennsylvania Agents at 
Bedford Springs, Sept. 13-15 


The Pennsylvania Association of In- 
surance Agents will hold its 64th an- 
nual convention on September 13-15, at 
the Bedford Springs Hotel, Bedford 
Springs, Pa. Sunday, September 13, will 
be devoted to registration and a di- 
rectors’ meeting, open to all members. 

On Monday, September 14, there will 
be the first general session and an 
agency improvement exhibit in the 
afternoon; also golf. The second gen- 
eral session is scheduled for Tuesday 
morning and this will be followed by 
the round table conference on work- 
men’s compensation insurance and its 
application to underwriting and produc- 
tion. The second golf tournament will 
also take place that afternoon. The con- 
vention will close that evening with the 
annual banquet. President Harold C. 
Aulenbach will preside at the conven- 
tion. 


Holman’s Smokey Stover to 


Feature Fire Prevention 

Noted fireman Smokey Stover of Lisle 
Hose Co. No. 1, will work an overtime 
shift this year. In addition to his regu- 
lar duties, Bill Holman’s famous comic 
strip firefighter has just taken on the 
job of carrying a fire prevention mes- 
sage to families all over North America. 

Fireman Stover will be busiest during 
Fire Prevention Week, October 4-10, 
when fire departments, industry, trade 
and civic groups in the U. S. and Can- 
ada will distribute Smokey Stover’s fire 
prevention comic book in their respec- 
tive communities. 

The fire safety advice fireman Stover 
ladles out in his new book is easy to 
swallow and wise to follow. He treats 
such fire hazards as smoking in_ bed, 
bad electrical habits and oily rags in an 
effective switch from the usual “scare” 
approach. 

The new Smokey Stover comic book is 
published by the National Fire Protec- 
tion Association of Boston in coopera- 
tion with Smokey’s creator, Bill Holman, 
and the Chicago Tribune- New York 
News Syndicate. Feature Publications, 
Inc., of New York prepared the book 
for the NFPA. 

The NFPA will make quantity dis- 
tribution of the book only. The back 
cover has been left blank for the local 
sponsor’s imprint. 


VA. AGENTS’ SHORT COURSE 

The Virginia Association of Insur- 
ance Agents and the University of Rich- 
mond School of Business Administration 
will give the sixth short course stock 
insurance school on August 31 - Septem- 
ber 2. Prospective students have a 
choice of one of three courses: agents’ 
qualification examination course, broad 
standard course on insurance, and cus- 
tomer account analysis course. 
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State Secretaries to Meet 
During NAIA Convention 


Bennett G. Gregory, 
tary of the Missouri Association of In- 


executive secre- 
surance Agents, and manager of the 
Insurance Board of St. Louis, as chair- 
man of the state secretaries and mana- 
gers group, without portfolio, has an- 
nounced that a meeting of that group 
shall be held on the afternoon of Sun- 
day, September 27, in Room 259 of the 
Mayflower Hotel in Washington, D. C, 
commencing at 1 o'clock, during the 
convention of the National Association 

f Insurance Agents. 

Subjects to come up for discussion and 
consideration at this gathering include: 
1—Common problems of a state associa- 
tion manager. 2—Gener: al topics of state 
association meetings of particular inter- 
est to the younger insurance agents. 
3—Publicity for state association meet- 
ings. 4—Methods for obtaining attend- 
ance at meetings. 5—Programs for state 
meetings. 6—Experience in expediting 
the efforts of the legislative committees 
of state associations. 7—P ey bulle- 
tins and third class mail. 8—Regional 
meetings as applied to state associations, 
and development of attendance. 9— 
Credit union activities and insurance. 


Reciprocal Agents Must 
Be Licensed in Ohio 


The Governor of Ohio has signed the 
bill which requires reciprocal insurance 
agents in Ohio to be examined and li- 
censed by the Division of Insurance. 
They have long been exempt from 
agency qualification. Following enact- 
ment in 1949 of several acts designed to 
correct alleged abuses of financed auto- 
mobile sales, five new Ohio domiciled 
reciprocal companies were organized, in- 
tended, it is charged, to evade the new 
installment sales act. 

The state administration felt that the 
license laws should apply to reciprocals 
as well as to other companies. It is 
said that the old line reciprocals in- 
dorsed the law just enacted. 
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Royal Exchange Group Reports on 
Excellent Progress Made Last Year 


An account of the progress made by 
the Royal Exchange Assurance in 1952 
was presented by Lord Bicester, gov- 
ernor of the company, at the recent 
annual meeting in London. In making 
the 233rd annual report, Lord, Bicester, 
who has served on the court of directors 
nearly 60 years and acted as governor 
close to 40 years, stated in part as fol- 
lows: 

“British insurance, with its vast world- 
wide business, is from the very nature 
of its operations especially sensitive to 
financial and economic changes. At the 
beginning of 1952 the United Kingdom 
was beset by two major economic prob- 
lems, the unbalance of its overseas 
payments coupled with the apparent in- 
population to provide 
the capital 


ability of its 
adequately out of savings 
needs of 
these economic ills flowed directly 


industry and commerce. Both 
from 
inflationary policies of former 
years, but there is encouraging 
that H. M. Government has inflation un- 


post-war 
evidence 
der control and may soon be able to 
eliminate many of its dangerous effects. 
Certainly today the United Kingdom 
holdings of gold and doliar reserves are 
continuing to improve and the ‘terms of 
in our favor. 


‘4 
trade’ have moved 


Group Operations 
“You may recall that at this time last 


year | made the suggestion that 
1952 might mark the end of the _ post- 
war economic era which had been so 
notable for severe inflation. That predic- 
tion seems to be proving substantially 
accurate in much of the free world in 
which we operate. 

“We have continued our policy of de- 
veloping and consolidating the organiza- 
tion of the family of companies compris- 
ing the Royal Exchange Group. In order 
that you may the more readily realize 
the success which has attended our ef- 
forts and the real progress made I give 
the published figures of the annual ag- 
gregate premium income ot the fire, ac- 


cident and marine accounts in recent 
years. 
iit). 2 a re ene £ 9671,152 
i [| CI ee eee ae ee 11,436,973 
1 SORE ay Ae 13,691,978 
Re a eee se 14,874,860 
LL RD ee ee Sere 16,729,156 
DODO T come hice 19,131,829 
1,0 5) Haney Or act 22,019,017 
Me! Saber connor eis ants 24,917,487 


“These figures represent an eminently 
satisfactory measure of our group’s great 
post-war effort. Especially creditable is 
the record increase of almost £3,000,000 


in 1952 despite the disturbed economic 
and financial conditions encountered dur- 
ing that year. I am confident that- you 
will find the individual records of our 
underwriting departments for 1952 equal- 
ly satisfactory. 

Fire Department 

“The fire department again enjoyed 
an excellent year in 1952. The premium 
income of £9,300,241 again peels arom 2 
record and shows an increase of more 
than £1,000,000 over 1951. I am, however, 
doubtful whether the high rate of growth 
in recent years can be maintained now 
that post-war economic conditions are 
becoming more stabilized. 

“Although claims experience on the 
whole has been rather less favorable, an 
excellent surplus has once more been de- 
rived both from our operations at home 
and our very much larger activities over- 
seas. The surplus, amounting to £895,- 
819, being 9.6% of the premium income, 
is little short of the record figure a year 
ago. 

“In a year of heavy fire wastage at 
home reference should also be made to 
the disastrous loss by storm and flood 
which occurred in the Lynmouth area in 
the summer of 1952. Although in the 
home field such occurrences have hither- 
to been regarded as abnormal, it was 
disturbing to find 1953 opening with 
storm and flood damage of even greater 
severity in the East Coast area. 

“Appreciating as we all do the value to 
our country of invisible exports, it 1s 
very pleasing to me to be able to tell you 
that our large overseas business has 
made a substantial contribution to the 
national economy. 

“In the United States we have, as you 
know, a very important business and 
during the last two years considerable 
reorganization of our operations has 
been undertaken. This work is continu- 
ing to our satisfaction and we feel that 
our business in that great country is on 
a sounder basis than ever before. (Henry 
C. Pitot is United States manager of the 
group.) 

Marine Department 
Beatin marine income for the 
-ar was £2,242,.256 being an increase ot 

over £150,000 as compared with 1951. In 
respect of the underwriting years prior 
to 1951 we are transferring £202,112 to 
profit and loss account, thus leaving the 
fund at the end of 1952 at £3,828,651 be- 
ine 170.7% of that year’s premium in- 
come. 

“A most disappointing feature of the 
1952 hull underwriting account was the 
very considerable number of serious 
liner casualties which the marine mar- 
ket encountered. Cargo business remain 
very competitive and there can be no 
doubt that the reduction in cargo rates 
has been very much overdone. While 
generally the incidence of claims for 
theft and pilferage of cargo has not 
shown any great tendency to grow, ex- 





there has 


cept in certain black spots, 
been a marked increase in claims for 
damage to cargo. 
Casualty Experience 
“The general accident department in- 
corporates the underwriting of a very 


wide range of risks throughout the 
world. The aggregate premium income 
for 1952 at £13,374,990 exceeds that of 
the previous year by £1,740,000. After 


making provisions for unexpired risks 
we are able to transfer £558,847, being 
4.2% of premium income, to the profit 


and loss account. 

“The employers’ liability account is 
still proving very difficult owing to the 
hich level of awards for damages but, 
as a result of increased rates in certain 
territories, the outlook is now somewhat 
more favorable. 

“The general claims experience of the 
motor insurance market continues to be 
unfavorable and our own account is no 
exception although last year’s figures 
show some improvement over those of 
the previous twelve months. In an effort 
to remedy the position premium rates 
have been increased in a number of ter- 
ritories but it takes time for the applica- 
tion of increased rates to have a mate- 
rial effect upon the result. 

“While the cost of settlement of per- 
sonal injury claims and of repairs to 
psi remains very high, the root 

ause of the problem in motor insurance 
avetnaaien the world is the large num- 
ber of accidents that occur. It is true 
that since the war much has been done 
to make roads safer, but a great deal 
still remains to be accomplishe 1 and the 
extent and urgency of the probem is 
brought home to us when we remember 
that close on 5,000 people are killed and 
about 200,000 injured every vear as a re- 
sult of traffic accidents in the United 
Kingdom alone. 

Life Department 

“During 1952 new life policies were is- 
sued with net sums assured of £6,100,000 
an increase of nearly £600,000 upon the 
record figure achieved in the previous 
year and there was a corresponding in- 
crease in the total income which is now 
over £2,200,000. Claims by death con- 
tinued at a level well within the expecta- 
tion. 

“A notable item is the interest 
income which exceeded £1,000,000 for the 
first time in the history of our life fund. 
The gross yield for the year was £4. l6s. 
ld. per cent or 3s. 3d. per cent more than 
in 1951, 

“Continued progress of our life de- 
partment during 1952 has been reflected 
in our decision to quote lower rates of 
premium. More recently we have also 
decided to increase the rate of interim 
bonus allotted to policies becoming 
claims in the current year. It is now to 
be 36s. per annum for each £100 sum 
assured in respect of premiums due after 
1952 as compared with a rate of 32s. in 
earlier years. The next triennial investi- 
gation of the position of the corpora- 
tion’s life fund with a view to a declara- 
ation of bonus is due to take place as 
of December 31, 1954, and I am happy 
to say that present indications give every 
hope of a further improvement in the 
bonus declarations.” 


QToss 


Broadened AEC Form 
Filed in New England 


The new broadened and _ simplified 
additional extended coverage for dwell 
ing risks will be introduced in New 
England the first week in August by 
the New England Fire Insurance Rating 
Association, which is now making filings 
of the revised multi-peril form under the 
state rating laws. 

The additional extended coverage, as 
well as other broad multipie perii dwell- 
ing forms, are still blocked in Massa- 
chusetts by the Insurance Department’s 
insistence that separate premiums be 
stated for fire and casualty perils. The 
NEFIRA is filing the form in Maine, 
Vermont, Rhode Island and Connecticut 


Similar action may be taken soon by 
the New Hampshire Board of Under- 
writers in that state. 

The NEFIRA filings do not involve 


any change in the present rate of four 
cents per $100 for the AEC endorse 
ment, but the minimum additional pre 
mium is to be boosted from $1 to $2 
The New England filings follow the 
form recommended by the Eastern Un 
derwriters Association, with the perils 
covered numbered and listed in one col 
umn and the limitations and exclusions 
lettered and listed in a parallel column 


Higher Earthquake Rates 


Proposed in California 
The Pacific Fire Rating Bureau has 
placed in the hands of its subscriber 
members for study, a proposed schedule 
of rates and classifications for first loss 
earthquake insurance. The 
the Bureau is the result of the lack 
of an American market for this cover- 
age and Lloyd’ s of London rating deci- 
sions. In addition to these reasons the 
address of Insurance Commissioner John 
R. Maloney at the 1952 meeting of the 
Board of Fire Underwriters of the 
Pacific, which dealt in part with the 
earthquake problem, is understood to 
have thrown a foreboding shadow across 
the marketing and rating pictures. 
While nothing has been made public, 
the reports on the street are that the 
proposed rates will be for 2.2% to 15% 
on classifications up to Class 7. The 
proposals embody a deductible of from 
2u% to 5% of the amount insured, 
or a flat dollar deductible. Competent 
sources, in discussing the matter, 
pointed out that so far as they knew, 
Lloyd’s had not renewed any lines dur- 
ing the past nine months for less than 


11%. 


action of 


SCHLICK MADE STATE AGENT 

Vice President Glen L. Pickens of the 

hoenix Insurance Company and Affili- 
ates has announced promotion of H. 
Marshall Schlick to state agent. Mr 
Schlick will supervise company opera- 
tions in southern Illinois with headquar- 
ters in Decatur. Prior to joining the 
Phoenix in 1947 he was associated with 
the Iowa Insurance Bureau. 
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springing all over our land 


The Northern Assurance has provided reliable 
Insurance Protection for over 117 years. 
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Spectator Reviews 1952 Results 


Of Fire and Casualty Companies 


The relative mildness of the elements 
during "952 and the continuing eco- 
nomic boomare reflected in the improved 
financial and underwriting figures shown 
in the pages of the 1953 Spectator Fire 
and Casualty Year Book, published last 
month. A study of the aggregates sec- 
tion of this 1,350-page volume shows 
that America’s fire and casualty compa- 
nies fared well in 1952, and are in a 
better position than ever to meet the 
obligations of their policyholders. 

That the growing economy wants and 
needs more property insurance is seen 
in the premiums paid by policyholders 
to the 1,063 companies analyzed. The 
Year Book shows that these companies 
had net premiums written of $8,737,- 
§29,000 during 1952, as against net pre- 
miums of $7,767,035,000 in 1951, a gain of 
12.5%. While losses paid rose from 
$3,527,576,000 in 1951 to $3,883,217,000 in 
1952, a gain of 10.1%, the ratio of losses 
premiums earned dropped 
1951 to 52.0% in 1952. 
Expense Ratios Improved 
ratio of expenses paid to pre- 
miums written also improved. In 1951 
it was 39.8% and in 1952 it decreased 
to 39.2%. Combined and expense 
ratio for the stocks, ——. and Lloyds 
organizations was 91.2 in 1952, as 
against 93.3% in 1951 

Expenses paid were $3,423,573,000 in 
1951 for such items as stationery, print- 
ing, travel, advertising, and commissions. 
This was an increase of 10.6% from the 
$3,094,865,000 paid in 1951, but not 
enough to detract from the impressive 
increase in premiums written. 

The favorable loss and expense factors 
combined to give managment a comfort- 


incurred to 
from 53.5% in 


The 


loss 


Net investment income earned in 1952 
amounted to $362,034,448, as against 
$331,448,151 in 1951, an increase of 9.2% 

Net income before taxes was $826,- 
763,238 in 1952, compared to $607, 720,313 
in 1951, an increase of 36.0%. Though 
Federal income taxes increased 50.3% 
during the year (from $117,629,448 to 
$176,812,327) net income increased from 
$490,090,865 in 1951 to $649,950,911 in 
1952, a gain of 32.6%. At the end of 
1952 policyholders’ surplus amounted to 
$6,127,808,307, as against $5, 559,620,958 
on December 31, 1951, a gain of 10.2%. 

Assets Show 12% Gain 

Assets of fire and casualty companies 
stood at $16,259,906,896 in 1952, as 
against $14,503,896,938 in 1951, a gain of 
12.1%. During 1952, fire and casualty 
insurers’ stock portfolios aggregated 
$4,386,361,238, whereas in 1951 the figure 
had been $3,913,833,454, a gain of 12.1%. 
Though government bonds amounted to 
$5,854,491,643 in 1952, they had increased 
only 6.8% from the $5,479,740,740 held in 
1951, 





Premiums written for the various 
types of organizations, as taken from 
the Year Book, follow - : 

1952 1951 

Percent Percent 

of total of total 
HECK! 265 Kan wee eee ase « 73.0 75.1 
LETTE) aI Bis eee perenne 21.5 21.8 
Reciprocals & Lloyds... 3.5 et 
100.0 100.0 


The Year 
the 
ness. 


Book also analyzes in detail 
results in individual lines of busi- 

Items covered include direct pre- 
miums, reinsurance assumed and ceded, 
losses paid and others for each line. Pure 





able profit margin and policyholders a_ fire accounted for 16.2% of the total 
greater surplus. The net gain from un- business during 1952, whereas in 1951 
derwriting in 1952 for the 1,063 compa- it had accounted for 20.7%. On the 
nies, the iene Book shows, was $446,- other hand, auto liability jumped from 
(077,488, an increase of 89.5% from the 14.4% of the total in 1951 to 17.4% in 
net gain of $23 53 75,637 recorded in 1951. 1952. 

casualty and marine rating methods 


MPIRO Statement 


(Continued from Page 1) 
merated in most states by statutes based 
on such criteria as specific peril (fire), 
or as a property (vessel, craft, aircraft, 


etc.), or as a condition imposed by law 
(personal injury liability insurance),” it 
Says. 

“Similarly, most of the traditional rat- 
ing organizations are constituted with 
given jurisdictions defined in terms of 
kinds of insurance,” the statement con- 
tinues. “Today, fire companies can write 
all kinds of insurance a casualty com- 
pany can write, and vice versa. Policies 
combining perils and properties with 
new rating plans have been issued, 
which overlap and extend beyond the 


historical rating and underwriting juris- 
dictions.” 
Competition a Factor 

While the committee shows that com- 
panies of MPIRO include staunch sup- 
porters of the present rating system for 
all the business for which it was best 
designed and _ suited, the need _ for 
MPIRO is expressed as follows: “They 
are, however, unable to convince them- 
selves that the immediate future or in- 
deed the future for some time ahead 
will see the broadening viewpoint in 
the individual bureaus, the surrender 
of rights and prerogatives in one case 
and the acquisition of others that are 
the prime requisite to insure the de- 
velopment of comprehensive and _ line- 
crossing policies and to maintain order 
while this process goes on. MPIRO 
members believe that competition will 
not have the patience to await a major 
reorg anizi ition of our whole rating struc- 
ture.” 

In support of this view, the committee 
paints out that the rating of a manufac- 
turer’s output policy by traditional fire, 


would involve 34 fire rating bureaus, 
one casualty, one inland marine and one 
automobile physical damage bureau to 
deal with the 51 regulatory jurisdictions.. 
In normal procedure, the rating of a 
single homeowners policy on a divisible 
basis would require six different rates 
from two different bureaus, according to 
the committee 

It is then observed that MPIRO re- 
sults from the recognition of a fourth 
category of insurance represented by 
multiple line policies which do not lend 
themselves to ready classification and to 
division into fire, inland marine and 
casualty. 

MPIRO’s views on this idea of a new 
category of insurance is summed up as 
follows: “MPIRO companies view the 
policies which it rates as new types of 
coverages falling into a previously un- 
occupied rating area, rather than simply 
combinations of older forms. These new 
coverages demand treatment as_ such. 
Cooperative thinking to produce non- 
discriminatory contracts and rates must 
be available if the companies are to be 
able to serve the public and their agents 
properly and economically. MPIRO be- 
lieves it has provided these factors. Its 
two main products—the manufacturer’s 
output policy and homeowners policy— 
are intended to be a start in the direc- 
tion of similar comprehensive policies.” 

Indivisible Premium 

In another section of the statement 
the term “indivisible premium” is de- 
scribed as one of the requisites for a 
policy to come within the scope of 
MPIRO’s rating activities. In answer to 
the question why MPIRO premiums are 
indivisible, it says: “They are indivisible 
for the same reason that ocean marine 
premiums are indivisible and that there 
is no separate premium for the lightning 
clause in the fire policy. MPIRO be- 
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lieves there are substantial and demon- 
strable savings available to the public 
in its cost of indemnity from compre- 
hensive contracts which automatically 
greatly increase the size of the unit 
premiums and introduce favorable un- 
derwriting factors. Such savings are 
indivisible. They do not exist by hazard 
but by the combination of hazards. 
Therefore, to reflect an indivisible sav- 
ing we must have an indivisible pre- 
mium. 

“As a comparison, if we were forced 
to pay a separate premium for life in- 
surance for every cause of death or in- 
deed a separate premium for every rea- 
son for damage to occur to a piece of 
fine arts, how much greater would the 
cost of the insurance become?” 

An important reason _ for forming 
MPIRO as a separate rating organiza- 
tion is to preserve the integrity of sta- 
tistics of the traditional coverages from 
distortion which would be produced by 
combining their experience figures with 
new package forms, according to the 
statement. Underlinting the importance 
of having proper statistics, it contends: 

“MPIRO companies are members of 
other rating groups. One of the earliest 
problems which faced the companies 
endeavoring to find a way to rate com- 
prehensive policies was that produced 
by their realization that it is of the 
utmost importance that the statistical 
basis upon which existing rating systems 


rest be kept free from dilution with 
results that are not comparable. 
Statistical Plan 
“Believing that a substantial saving 


in costs would be realized by scrapping 
artificial divisions and selling insurance 
against a number of happenings for a 
single premium, they foresaw that the 
statistics of premiums and losses pro- 
duced by the single premium approach 
could not be integrated in the fire, in- 
land marine and casualty premium and 
loss statistics without producing a dis- 
tortion of the latter. Arbitrary division 
of a unit premium among many hazards 
and among many statistical plans cre- 
ates confusion and has the effect of 
losing the experience of the combina- 


tion contract in a number of little 
pigeonholes. 

“They have, therefore, been of the 
belief that the way to avoid distortion 


and to keep costs reasonable is to keep 
premiums and losses on single premium 
policies by themselves under a statis- 
tical plan which records underwriting 
results in conformity with the rating 
method it is designed to evaluate.” 

It emphasizes that MPIRO represents 
a group of companies which have no in- 
tention of obtaining a temporary com- 
petitive advantage, but rather is an 
orderly movement into the multiple line 
field. “In fact, it is the express pur- 
pose of this group to project its plans 
in such a way the over-all stability of 
the business is not disturbed,” it is 
said. 

“This is an attempt to standardize 
such policies on a wider industry basis 
and avoid the confusion which will be 
created if individual companies continue 
to introduce widely different policies. 
While there is no quarrel with the atti- 
tude of companies following another 
multiple line approach, or with those 






not interested in any 
MPIRO remains convinced 
advances in this field should be made 
from the advantage point of a wide, 
united front of companies.” 
How Public Benefits 
committee’s opinion 
policies inure to the 
of the insuring public in 
with the best traditions of 
ance business. It points out that in 
personal insurances, the insured may 
carry fewer policies at a single expira- 
tion date and allocate his insurance costs 
more evenly on a revised installment 
plan and that integration of coverages 
results in greater simplicity in language 
with fewer words. 

“Another effect is to provide broader 
coverages and eliminate gaps in cov- 
erage,” according to the statement. “In 
some cases it makes available coverages 
not heretofore written or available at 
reasonable prices. Comprehensive poli- 
cies with a greater spread of risks and 
reduction in adverse selection make 
available more insurance at less cost per 
unit.” 

The statement then concludes with 
an invitation to other companies to 
join the ranks of MPIRO for the pur- 
pose of achieving an orderly progression 
into the multiple line field on a wide 
industry basis. 

Emphasizing the 
derly progress of 
MPIRO contends: 

“Multiple line insurance is no longer 
a prospect in the distant future; it is an 


development, 
that future 


In the 
hensive 


compre- 

benefit 
accordance 
the insur- 


importance of or- 
this development, 


actuality. A large number of these 
policies have already been introduced, 
not by MPIRO alone, but by many 


others, and many more are in the plan- 
ning stage. For the purpose of consid- 
ering new coverages and suggestions of 
its companies and to avoid capricious 
combinations of coverage, MPIRO has 
a planning committee. New projects are 
carefully weighed and evaluated as to 
their individual merits and possible ef- 
fect on other segments of the business.” 


National Advances Sharlow 


E. H. Forkel, vice president of the 
National of Hartford Group, announces 
appointment of Glenn S. Sharlow as 
superintendent of the Wisconsin service 
office at Milwaukee. Mr. Sharlow has 
been associated with the National of 
Hartford Group since 1940. From 1943 
to 1945 he served with the Armed Forces 
in the European Theater. He has re- 
ceived training in all departments of the 
Western department office, and from 
September, 1950, to December, 1952, was 
superintendent of the National’s Kansas 
service office. Since that time he has 
been in the loss department of the Chi- 
cago office. 


FIREMAN’S FUND NAMES CARTER 

G. L. Carter has been named super- 
intendent of casualty claims in the south- 
ern department of Fireman’s Fund 
Group in Atlanta. Mr. Carter has been 
with the Fireman’s Fund for the past 
14 years. He is an attorney and a mem- 
ber of the Florida Bar Association. Mr. 
Carter attended the University of 
Florida. 
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Marine Market Seeks Administrative 


Solution to Unfair Discrimination 


Chubb Tells Senate Committee Present Federal Law Can Be 


Administered to Give American Insurers Opportunity 
to Compete Fairly for Coverage on MSA Shipments 


Percy Chubb, one of the leading ma- 
rine underwriters of New York, partner 
in Chubb & Son and president of the 
Federal Insurance Co., told the special 
subcommittee on Maritime Subsidies of 
the U. S. Senate Committee on Inter- 
state and Foreign Commerce in Wash- 
ington last week that a solution to the 
present unfair insurance discrimination 
arising from operation of the Mutual 
Security Administration appears pos- 
sible by administrative action instead 
of passage of new laws. Such a solu- 
tion the marine market feels would 
not conflict with the basic objectives of 
the MSA which is to provide aid for 
countries abroad, 

Speaking for the American Institute 
of Marine Underwriters, Mr. Chubb 
said the marine markets here believe it 
was not the legislative intent of Con- 
gress that foreign insurers should ob- 
tain advantages over American compa- 
nies in competing for MSA shipments 
insurance. Mr. Chubb also _ brought 
again to the attention of the Senate 
committee the long- standing problem of 
restrictions upon free competition placed 
by several foreign governments. Pre- 
senting his ideas on these two problems 
Mr, Chubb stated: 


Acts by Foreign Governments 


“The first of these lies in the area of 
discrimination on the part of foreign 
governments. As examples of this prob- 
lem, | would like to cite the following: 
the Iranian decrees of December 8, 
1946, and May 31, 1947; the Argentine 
Law of June 13, 1947; and the Colom- 
bian Decree 2730 dated October 31, 
1952. The effect of each of the fore- 
going enactments is to materially re- 
strict the freedom of marine insurance 
on the foreign trade of those countries 
and to require its placement in the 
market of the enacting nation. 

“The American market has’ been 
heartened by a change in the attitude 
of the State Department on this prob- 
lem, from one of passive resistance to 
the position which we have advocated, 
to one of understanding and coopera- 
tion. In certain nations, however, the 
forces of discrimination are entrenched 
so strongly that it will take vigorous and 
zealous action on the part of our Gov- 
ernment to overcome the vested in- 
terest. 

“American marine insurers have also 
been most heartened by such develop- 
ments as the recent interest expressed 
by the chairman of this subcommittee in 
his letter to the Secretary of State sum- 
marized, July 2, expressing Congres- 
sional interest and support of the posi- 
tion which we have long advocated. 

“The second field in which American 
marine underwriters have a problem at 
the governmental level lies in the area 
of operations formerly controlled by the 
Economic Cooperation Administration 
and now controlled by the Mutual Se- 
curity Administration. I would like to 
Stress at this point that marine under- 
Writers have at all times been fully 
aware of the problems faced by the Gov- 
ernment in dealing constructively with 
this problem, 


Acts of American Government 


on 


They have recognized that the ma- 
Tine insurance question must be viewed 
in the over-all framework of the pur- 
poses of foreign aid programs, and they 
have resisted suggestions that Congress 
e asked for mandatory legislation re- 
quiring American insurance. 
“Nevertheless they have felt that the 
Position taken by the Government agen- 





PERCY CHUBB 


cies presents a real opportunity to for- 
discriminate un- 


eign governments to 

fairly against American interests and 
to eliminate free and fair competition 
from this field. They further are con- 


vinced that certain foreign governments 
have not hesitated to take advantage of 
this situation and to indulge in dis- 
criminatory practices. 

“In 1949 it was enacted by the Con- 
gress that the Economic Cooperation 
Administration would ‘make available 
United States dollars for marine insur- 
ance on .. . commodities where such 
insurance is placed on a competitive 
basis in accordance with normal trade 





practices prevailing prior to the out- 
break of World War II,’ 

“Notwithstanding the authorization, 
the ECA and its successor, the Mutual 
Security Administration, have found it 
necessary to make a requirement that 
the dollars in question will be provided 
only when requested by the government 
receiving the aid. This requirement puts 
the recipient government in a position 
to exert great pressure upon the for- 
eign importer to place such insurance 
in the insurance market of the recipient 
nation, notwithstanding the fact that 
American underwriters might be willing 
to insure the business at substantially 
lower rates. 

“American marine insurers are satis- 
fied that such pressure is the rule 
rather than the exception and that in a 
substantiial number of cases marine in- 
surance is placed at very much higher 
rates than would be available in the 
American market. 

“Consistent with policy of marine un- 
derwriters in the past, I believe that 
the cure for this situation is administra- 
tive rather than legislative, and that the 
law now on the books was designed to 
accomplish what we are urging. It is 
clear that it was the intention of the 
ECA Act, as amended, to give American 
companies an opportunity to compete 
for such insurance as might be placed 
on the shipments requested. 

“Steps have been taken to bring this 
viewpoint before the new administration. 
It is my hope that the facts are so 
clear and reasonable that an administra- 
tive solution can be found which will 
not conflict with the basic objectives of 
the MSA. 

Strong Marine Market Essential 

“The importance of a strong marine 
insurance market to the national econ- 
omy in general and to the foreign trade 
of the United States in particular has 
been recognized by the Congress over 
a period of years,” Mr. Chubb said. 
“Broadly speaking, an American marine 
insurance market is essential to Ameri- 
Ci in foreign trade for two reasons. 

“First, private enterprise, capital in- 
vestment, and credit are the life blood 
of foreign trade. Private enterprise can- 
not be expected to expose its resources 
to maritime perils without the protec- 
tion of adeauate insurance. In a world 
of international unsettlement, American 
insurance, backed by American re- 
sources, payable in dollars, and not sub- 
ject to "control by any foreign govern- 


Italian View on Liberalization 


An Italian viewpoint with respect to 
complete liberalization of the marine in- 
surance market is expressed in “L’Assi- 
curazione,” well known Italian insurance 
journal, which holds that in economic 
self-defense that country cannot yet fol- 
low recommendations made in some 
other parts of Europe. Replying to the 
“Review” of England “L’Assicurazione” 
says in part: 

“We only want to reply here to the 
one argument put forward by ‘The Re- 
view,’ almost in the form of a courteous 
rebuttal, in summarizing and comment- 
ing on our article. “The Review’ main- 
tains, in fact, ‘that the most complete 
freedom is preferable in the field of 
insurance.’ In other words, it supports 
the theory of an unconditional and indis- 
criminate expansion of the activities of 
insurance companies of every nation on 
foreign soil. 


Must Apply to All Foreign Trade 


“We absolutely cannot bring ourselves 
to accept this ‘extreme’ aspect of liberali- 
zation. Against the Swiss proposal sup- 
ported and upheld by Great Britain and 
the Scandinavian countries, we feel—in 
agreement and with the backing of the 
French market—that liber alization can- 
not take place except in the general pic- 
ture of international economic exchanges 
and provided it is extended to all foreign 
trade, 

“For a long time Italy has pointed 
out at international conferences that her 


special situation and her economy, still 
weakened by the consequence of World 
War II, do not allow her to indulge in 
the luxury of ‘unilateral’ liberalizations. 
She must have the assurance that her 
economic activities, no matter what their 
nature, can actually, and not only in 
theory, be exercised outside her frontiers 
on a practical and realistic level. 
“There is a general problem, at once 
political and economic, which affects 
the movements of persons, goods and 
capital. It ranges from the problem of 
passports and visas to the problem of 
customs permits and currency opera- 
tions. We cannot consider this general 
aspect in the abstract, nor detach ma- 
rine insurance from the legislative whole 
Which embraces it, since it is beyond 
doubt that—until the time comes when 
the so-called high authority constituted 
at Strasbourg fully operates in Europe 
and applies above and beyond the vari- 
ous national rights that special ‘Peoples 


Right’ which Italy has supported ever 
since her first commercial code was 
drawn up—these separate rights will 


have to retain their own power in order 
to safeguard all those operating under 
their protection. 

“Tt is clear, therefore, that, as our 
delegation rightly pointed out in Paris, 
the public and financial measures which 
regulate marine insurance in Italy, can- 
not be cancelled or superceded by one- 
sided decision taken under the auspices 


of O.E.C.E.” 


ment, is the highest type of security to 
which such enterprise could aspire. 

“Second, the existence of a strong 
American marine insurance market is a 
guaranty to American shipowners and 
to American foreign traders that they 
will not be subject to discrimination or 
excessive charges for marine insurance 
on a nationalistic basis dictated by the 
interests of foreign insurance markets. 

“The only strong marine insurance 
market outside of the United States to- 
day lies in Great Britain, and it is fac- 
tual that by reason of the existence of 
a strong American marine insurance 
market, American shipowners, and 
American exporters in many trades, re- 
ceive more favorable treatment than is 
available to nationals of many other 
nations. 

“In addition, in time of major crises 
marine insurance can become an instru- 
ment of national policy for example in 
the control of illicit or contraband trade. 
The history of World War II has proved 
that the voluntary cooperation of an 
American marine insurance market can 
place this weapon in the hands of the 
United States Government rather than 
in the hands of other nations, 

Growth of American Facilities 


“T would like to point out the ci ardinal 
fact that this market is a dynamic and 
growing one rather than a static one. 
Prior to the First World War, the 
American marine insurance market was 
very limited and was to a considerable 
extent dependent on and dominated by 


facilities outside of the United States. 
Shortly after that war Congress en- 
acted, as Section 29 of the Merchant 


Marine Act of 1920, permissive legisla- 
tion which for the first time enabled 
the American market to meet effectively 
the competition of Lloyd’s and other 
elements of the British market. 

“This act has been the cornerstone 
of the development of the American 
market. During the period between the 
two World Wars, a steady evolution and 
development of the market served 
largely to rectify its earlier weakness, 
and by the time of the outbreak of 
World War II, the American market 
was in a position to provide, of itself, 
full facilities for American foreign trade 
in the hazardous field of war risk in- 
surance. Since the close of World War 
II, there has been further growth which 
I might evidence by citing two in- 
stances: 

“1. There 
American market something over 
000,000 on a single vessel, the liner 
‘United States.’ I believe this is two 
or three times as great an amount of 
insurance as could have been placed 
here on a single vessel ten years ago. 


is currently insured in the 
$13,- 


“2. The American market is becom- 
ing recognized worldwide as a_ vita! 
factor in the marine insurance field. 


For example, 20% of the insurance on 
the Cunard Steamship Line fleet, 
headed by the superliners ‘Queen Eliza- 
beth’ and ‘Queen Mary’ is currently in- 
sured in the United States. 


“I would further like to stress that 
this growth has taken place without 
benefit of any governmental subsidies or 


any governmental protection, and at a 
time of great competition and low mar- 
gin of profit. 

Seeks No Advantages 

“T would like to stress at this point 
that it is the considered and established 
policy of the market to stand on its 
own feet. It has never urged legisla- 
tion of a nationalistic nature and in- 
deed has used its influence in the oppo- 
site direction. 

“For example, hearings were held by 
the Insurance Department of the state 
of New York in October, 1951, looking 
tewards a regulation which would have 
made it unlawful for brokers to place 
marine insurance on yachts, fishing ves- 
sels, and certain types of harbor and 
other craft in foreign insurance markets. 
Such a regulation would undoubtedly 
have served to lessen the competition 
with which American marine underwrit- 
ers are faced. 

“At these hearings, however, the 

(Continued on Page 26) 
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Automobile Rate Revisions Made in 
Connecticut, Delaware and D. of C. 


Some in- 
and de¢reases have been made in 
intermediate and long dis- 
tance hauling collision but the total pre- 


Revisions in rates and rules have been 
&led by the National Automobile Under- 
writers in Connecticut, Delaware and the 
District of Columbia. Changes were ef- 
fective July 27 and the new rates and 
premiums for material damage coverage 
result in an estimated annual savings to 
policyholders of over $428,000 in Con- 
necticut, $166,000 in Delaware and $106,- 
000 in the District of Columbia. ; 

Private passenger automobile fire, 
theft and comprehensive rates have been 
changed to produce premium cuts in the 
three areas respectively of 5%, less than 
3% and of about 14%. 

Connecticut 

For Connecticut other changes are as 
follows: 

Exnerience of private passenger col- 
lision indicates that no adjustments in 
average premiums are in order at this 
time. However, the age group classifica- 
tions have been realigned so that there 
will be minor changes in individual pre- 
miums. : 

Commercial local hauling fire and theft 
and comprehensive rates have been 
changed and will produce an estimated 
premium reduction of 10%. Commercial 
local hauling collision premiums have 
been reduced about 5% because of fa- 
vorable experience. A new “light com- 
mercial” classification for commercial 
vehicles with a load capacity of 1,500 
pounds or less has been established en- 
titling risks of this type to local hauling 
rates and premiums regardless of the 
distance of operation. 

Commercial intermediate and long dis- 
tance hauling automobile fire and theft 
and comprehensive rates have been 
changed to produce an estimated pre- 
mium reduction of approximately 25%. 
Some increases and decreases have been 
made in commericial intermediate and 
long distance hauling collision but the 
total premium income for these cover- 
aves is affected slightly 

In addition to these ‘revisions, other 
minor rate and rule changes have been 
approved by the Connecticut Insurance 
Department. Included in these changes 
are reductions in the premiums for tow- 
ing and labor costs and for garage keep- 
ers’ legal liability. These changes ap- 
ply in Delaware and Washington also 

Delaware 

In Delaware other changes are as fol- 
lows: 

The private passenger $50 deductible 
average collision premium has been re- 
duced approximately 34%. The private 
passenger $100 deductible average col- 
lision premium has been reduced approx- 
imately 21%. Age group classifications 
have been realigned. Therefore, the per- 
centage increases and decreases will 
vary slightly on the individual car pre- 
miums on all forms of private passenger 
collision. 

Commercial local hauling fire and theft 
and comprehensive rates have been 
changed and will produce an estimated 
premium reduction of 10%. Commercial 
local hauling collision peomiinnes have 
been reduced in excess of 5% because of 
favorable experience. A new ight com- 
mercial’ classification for commercial 
vehicles with a load capacity of 1,500 
pounds or less has been established en- 
titling risks of this type to local hauling 
rates and premiums regardless of the 
distance of operation. 

Commercial intermediate and long dis- 
tance hauling automobile fire and theft 
and comprehensive have, been changed 
to produce an estimated premium re- 


duction of approximately 25% 
creases 
commercial 
mium income for these coverages is 
affected very slightly. 

District of Columbia 

For the District of Columbia the 
NAUA other changes follow: 

The private passenger $50 deductible 
average collision premium has been in- 
creased approximately 6%. The private 
passenger $100 deductible average col- 
lision premium has been decreased ap- 
proximately 12%. Age group classiifica- 
tions have been realigned. 

Commercial local hauling fire and theft 
and comprehensive rates have been 
changed and will produce an estimated 
premium reduction of approximately 
10%. Commercial local hauling collision 
premiums have been reduced in excess 
of 8% bec: ause of favorable experience. 
A new “light commercial” classification 
for commercial vehicles with a load ca- 
pacity of 1,500 pounds or less has been 
established entitling risks of this type 
to local hauling rates and premiums re- 
gardless of the distance of operation, 

Commercial intermediate and long dis- 
tance hauling automobile fire and theft 
and comprehensive rates have been 
changed to produce an estimated pre- 
mium reduction of approximately 25%. 
Some increases and decreases have been 
made in commercial intermediate and 
long distance hauling collision which 
produce an estimated premium increase 
of approximately 4% 


Chubb Testimony 


(Continued from Page 25) 
American Institute of Marine Under- 
writers appeared in opposition and filed 
a brief opposing the proposed regula- 
tion. In this brief the Institute took 
the position that ‘marine insurance on 
vessels and their cargoes is essentially 
international in character, . . . and 
should, therefore, to the greatest ex- 
tent possible, remain free and unfettered 
by local restrictions.’ Following these 
hearings, the proposed regulation died. 

“While asking no favors for itself, 
however, the American market has vig- 
orously requested the Government to 
use its influence against discriminatory 
practices by other governments. The 
Association of Marine Underwriters of 
the United States has undertaken dis- 
cussions with the Department of State, 
leading to a decision by the Depart- 
ment to endeavor to include a provision 
along the following lines in commercial 
treaties hereafter negotiated: 

“Neither party shall impose any 
measure of a discriminatory nature pne- 
venting or hindering the importer or ex- 
porter of products of either party from 
obtaining marine insurance -on_ such 
products in companies of either party.’ 

“In addition, the American market 
has endeavored through the Interna- 
tional Chamber of Commerce and 
through the United Nations to establish 
the principle of non-discrimination. 
American insurance interests, operating 
in this manner, played an important part 
in bringing about the adoption by the 
Economic and Social Council of the 
United Nations of the following resolu- 
tion: 

“‘The Economic and Social Council. 

requests the governments to adopt 
in so far as possible a policy of non- 
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British Report On “Victoria” Loss 


The report of the British Court of 
Enquiry appointed by the Ministry of 
Transport to investigate the loss of the 
3ritish Railways’ vessel “Princess Vic- 
toria” will undoubtedly cause some heart- 
searching in certain quarters, says “The 
Policyholder,” well known English insur- 
ance journal. The loss of the ships was 
held to be due to her unseaworthy con- 
dition which the court considered arose 
from two circumstances; firstly, the in- 
adequacy of the stern doors which were 
unable to withstand the external pres- 
sure of the seas, and secondly, the in- 
adequacy of the clearing facilities for 
getting rid of the water which accumu- 
lated in the car deck and beyond after 
the collapse of the stern doors. The 
weight of water gave the ship an in- 
creasing list to starboard which finally 
resulted in her capsizing and foundering. 

“The report is in the form of answers 
to 48 questions submitted by the Minis- 
try of Transport, and also gives an an- 
nex,” says “The Policyholder.” The last 
two questions and replies, dealing with 
the responsibility of the owners or mana- 
gers, are of paramount importance. 
Question 47 asked, “Was the loss of the 
‘Princess Victoria’ caused or contributed 
to by the wrongful act or default of the 
owners, managers, master or any other 
person?” The court’s reply reads: 

Causes of Loss 


“The loss was caused by the default 
of the owners and managers in the fol- 
lowing respects: 

(a) In that they failed to provide 
stern doors sufficiently strong to with- 
stand the onslaught of the heavy seas 
which may be reasonably expected to 
occur from time to time in the North 
Channel. 

(b) In that they failed to provide 
adequate freeing arrangements for seas 
which might enter the car space from 
any source. 

(c) In failing to take precautionary 
steps after the incident of November, 
1951. 

(d) In failing to. comply wrth the 
provisions of Section 425 of the Mer- 
chant Shipping Act, 1894, insofar as 
they did not report the incident men- 
tioned in c) above.” 

“Question 48 enquired ‘Was the loss 
of life consequent on the sinking caused 
or contributed to by any wrongful act or 
default of the owners, managers, master 
or any other person? The court’s ver- 
dict on this was “by the default of the 
owners and managers as set out in the 
prev ious answer 

‘It is obvious that the court was 
strongly influenced by the apparent ig- 
noring of the warning by the November, 
1951, incident when the vessel while go- 
ing astern shipped a considerable amount 
of sea-water on the car deck through 





discrimination in transport insurance, 
and to permit the placing of transport 
insurance on the most economic basis.’ 

“Also, a further resolution, instruct- 
ing the Secretary-General to bring to 
the attention of GATT and of the In- 
ternational Monetary Fund the problem 
of discrimination of this nature, with a 
view to examination of the possibility 
of achieving some relaxation of con- 
trols. While these resolutions do not 
in the view of American underwriters 
fully meet with the issues involved, they 
are a step in the right direction and 
are indicative of the established policy 
of the American market.” 


the stern doors. Not only were the 
builders and Lloyd’s Register of Ship- 
ping—who were both absolved from any 
responsibility—not informed of this oc- 
currence, but it appears that nothing at 
all was done to remedy the weakness, 

Section 425 of the Merchant Shipping 
Act, 1894, stipulates that when a steam- 
ship sustains an accident causing loss of 
life or serious personal injury, or has re- 
ceived any material damage affecting 
seaworthiness or efficiency, the owner or 
master must send a report to the Mins- 
try of Transport within 24 hours of the 
occurrence or as soon as possible there- 
after. Failure to comply with this provi- 
sion carries a penalty of a fine not ex- 
ceeding £50. 

“It is obviously most important that 
the standard of management and main- 
tenance of a ship should be high, and 
the Merchant Shipping Act and similar 
legislation were brought into force with 
this in mind. There may be occasions 
when the full provisions of the Act are 
not compiled with and nothing more re- 
sults but when an apparent breach comes 
to light the authorities are bound to take 
a serious view, especially when such a 
terrible disaster as befell the ‘Princess 
Victoria’ might otherwise have been 
avoided. 

“In connection with this aspect the 
Court considered that there was inade- 
quate superintendence (as distinct from 
management) of the vessel, as there was 
no one at either terminal port to whom 
the master could report, all matters hav- 
ing to be referred by him to the con- 
trolling office at Euston, some 400 miles 
away. 

“The marine insurance market is not 
financially interested in the loss of the 
vessel, as the owners carry their own 
hull risks in a special fund. It has been 
suggested that if the ship had been cov- 
ered in the market the loss would pos- 
sibly not have happened, as after the 
1951 incident underwriters would have 
pressed for some remedial action. This 
seems, however, to be putting rather too 
much importance on their influence over 
ship construction and maintenance. 


Liability for Loss of Life 


“The question now arises whether the 
owners are legally liable for the loss of 
life resulting from the casualty, and < ‘ 
test case is being taken to the court. li 
as seems generally expected, they are 
held liable, it will be open to them to 
apply for limitation of liability under 
Section 503 of the Merchant Shipping 
Act, 1894. This provides that where the 
loss or damage giving rise to the liability 
occurs without the actual fault or privity 
of the owners their liability may be lim- 
ited to £8 per gross ton of the vessel 
in cases involving only property or £15 
per ton when there is loss of life or per- 
sonal injury whether alone or in con- 
junction with property damage. Applica- 
tion for limitz ation has to be made to the 
High Court in England or Ireland, or 
the Court of Session in Scotland, and 
the onus of proof that the loss happened 
without their actual fault or privity rests 
on the owners.” 


CHAMBLEE AMERICAN SPECIAL 

The American Insurance Company an- 
nounces appointment of James 
Chamblee as special agent for eastern 
Tennessee, assisting Special Agent Rob- 
ert V. Gulgusky. Mr. Chamblee is a 
native of North Carolina and a graduate 
of Wake Forest College in that state. 
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Plans Completed for 
White Sulphur Meeting 

WILL BE HELD OCTOBER 4-7 

Jackson and McKown Report Advance 


Registration of Over 300 for Joint 
Company and Agency Gathering 





All preparations have been completed 
for the 38th annual joint meeting of 
the National Association of Casualty & 
Surety Executives and the National As- 
sociation of Casualty & Surety Agents 
to be held at The Greenbrier, White 
Sulphur Springs, W. Va., from October 
4 to October 7, Harold P. Jackson, 
president of the executives’ association, 
and Lyle S. McKown, president of the 
agents’ association, announce. 

The meeting, in keeping with estab- 
lished tradition, will include both busi- 
ness meetings and highly attractive so- 
cial activities for the entertainment of 
members of the two organizations and 
their guests. The annual banquet will 
be held on Monday night, October 5, 
and a special feature will be the appear- 
ance of the 75-voice glee club of Vir- 
ginia Military Institute. There will also 
be a two-day golf tournament, with a 
number of handsome prizes for ‘the win- 
ners in various classifications. Equally 
handsome prizes will be provided for 
the ladies’ golf tournament and bridge 
tournament. 

Will Run Special Cars 

For the convenience of delegates and 
guests, the Chesapeake & Ohio Railroad 
has agreed to run special cars to White 
Sulphur Springs. Pullman reservations 
may be made by writing direct to Frank 
Knotts, traveling passenger agent, 
Chesapeake & Ohio Railway Co. 14 
Rockefeller Plaza, New York 20, N. Y. 
More than 300 reservations for the 
meeting have already been made, in- 
dicating that attendance will be larger 
this year than ever before. In express- 
ing satisfaction about the large attend- 
ance, Mr. Jackson and Mr. McKown 
pointed out that this is the one meet- 
ing where the company executives and 
the agents have an opportunity in pleas- 
ant surroundings to know each other 
better and informally to discuss their 
problems. 


STANDARD ACCIDENT CHANGES 





Travers Claim Re at Buffalo; Ho- 
shaw San Francisco Claim Represen- 
tative; Hicks at Cincinnati 

John A. Travers has been made claim 
manager at the Buffalo branch of the 
Standard Accident Insurance Co. and the 
ies Insurance Co., Detroit. Raymond 

Hoshaw has joined the San Francisco 
rn: ' of the companies as claim repre- 
sentative. Hugh W. Hicks has joined 
the Cincinnati branch as safety represen- 
tative. 

Mr. Travers joined Standard Accident 
in 1951 as a claim representative at the 
St. Louis office. Later he was trans- 
ferred to the Buffalo branch in a similar 
capacity where he has been serving un- 
til his present appointment. He is a 
graduate of St. Louis University where 
he received an LL.B degree. During 
World War IT he served with the Army 
Air Corps. 

Before joining Standard Accident, Mr. 
Hoshaw had been serving as an insur- 
ance adjuster. He attended Balboa Uni- 
versity and has an LL.B degree. He 
also served with the Army in World 
War II. 

Mr. Hicks has had previous experi- 
ence in the insurance field as a safety 
engineer. He attended the University 
of Cincinnati and is an Army veteran 
of World War II. 





ST. PAUL - MERCURY REPORTS 


Makes Underwriting Profit of $356,033 
for Half Year Compared With Net 
Loss of $1,615,798 for 1952 

Saint Paul- Mercury Indemnity Co. 
came through the first six months of this 
year with an underwriting profit of 
$356,033 compared to a net loss of $1,- 
615,798 for the full year 1952. Net pre- 
miums written were $21,509,064, an in- 
crease of $1,380,201. 

St. Paul Fire & Marine reported a 
net underwriting profit of $2,335,343 for 
the six months and net premiums of 
$25,820,567, an increase of $67,683 

Mercury Insurance Co. had a net un- 
derwriting profit of $532,668 for the six 
months this year and net premiums of 
$6,431,440, an increase of $109,221. 


JOINS AMERICAN-ASSOCIATED 


McCarthy Named Bond Manager at San 
Francisco; Formerly Associate Bond 
Supt. There for Hartford A. & I. 

Ashby C. Taylor, vice president in 
charge of American-Associated Insur- 
ance Cos.’ Pacific Coast bond depart- 
ment, announces the appointment of 
Sheridan McCarthy as bond manager at 
om San Francisco branch. Mr. Mc- 


Carthy, former associate superintendent 
of Hartford Accident’s San Francisco 
surety department, will join the com- 


pany on August 1. 

Mr. McCarthy is a native of Seattle. 
He received his early education at 
Minneapolis and was graduated from 
the University of Minnesota in 1940. 
Shortly thereafter he enlisted in the 
Navy serving as a deck officer and later 
as a naval aviator. Upon his release 





Ohio Governor Signs Bills 
Governor Lausche of Ohio has signed 
a bill which requires that drunken 
drivers, upon conviction, must serve at 
least three days in jail: "The law, which 
goes into effect in 90 days, provides for 
imprisonment for three days, w hich can- 
not be suspended, up to six months and 
a fine of $500. The requirement does 
not apply to municipal ordinances un- 
less they are changed to comply with 
the new state law. 

The Governor also signed a bill pro- 
viding $25 minimum workmen’s compen- 
sation benefits for totally and perma- 
nently disabled workers. They have 
been receiving as little as $10 to $13. 





With F. & D. 25 Years 


Charles A. Gerlach, Pittsburgh claims 
attorney of the Fidelity & Deposit Co. 
and the American 3onding Co., will 
complete 25 years’ service with those 
companies on August 23. 

Mr. Gerlach, who has been in charge 
of the Pittsburgh claim organization of 
the companies since early this year, has 
at various times also handled claim mat- 
ters for the companies in Baltimore, 
Washington, Milwaukee and Chicago. 
A native of Baltimore, he is a graduate 
of the law school of the University of 
3altimore, aand a member of the Mary- 
land State Bar. 





from active duty in 1945 he joined Hart- 
ford Accident at San Francisco. A year 
later he was appointed surety special 
agent and assigned to the San Fran- 
cisco Bay area. He was advanced to 
surety underwriter in 1948. Several 
years later he was promoted to assistant 
superintendent of the surety department 
and was recently made associate super- 
intendent. 

He has been active in bay area surety 
association work and is presently a 
committee chairman of the Surety Un- 
derwriter’s Association of Northern 
California. 
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Courses Are Revived 
By Insurance School 


BOTH OUTLINES REWRITTEN 


Casualty Payroll Audit and Insurance 
for Casualty Engineers Courses To 
Be Given by Insurance Society 


Casualty payroll audit and insurance 
for casux ity engineers courses have been 
revised by special committees and will 
be offered in their new form by the 
School of Insurance of the. Insurance 
Society of New York, Inc., this fall. 
For the last two years the desire for 
these courses slackened and they were 
not given. However, numerous requests 
for them have been received recently. 

It was decided to revise the courses 
completely before offering them in the 
fall. During the spring term the casu- 
alty payroll audit committee spent much 
time and effort in rewriting the outline 
and bringing it up-to-date. The com- 
mittee is composed of the following 
members: 

Stuart Barton, manager of payroll de- 
partment, Royal Liverpool Insurance 
Group; John Beyer, — Insurance 
Co. of North America; R. E. Houghton, 
supervisor of payroll audit, Lumber 
Mutual Casualty Insurance Co. of New 
York; Roderick MacDonald, superin- 
tendent, payroll audit department, Great 
American Indemnity Co.; H. F. Schmidt, 
supervisor of auditing department, 
America Fore Insurance Group. 


Put Through Similar Process 


Insurance for casualty engineers has 
been put through a similar process. This 
course does not attempt to teach en- 
gineering. It proceeds on the assump- 
tion that any man will be better on any 
job if he has an understanding of the 
business he is in; therefore, it under- 
takes to teach the engineer what he 
needs to know about casualty insurance, 
the business of his employer. The com- 
mittee on this subject this year is com- 
prised of: 

J. S. Cruickshank, chief engineer, 
Chubb & Son; Lee Barber, assistant 
superintendent, casualty engineering de- 


partment, America Fore Insurance 
Group; Carl B. Doane, Jr., supervisor, 
Insurance Co. of North America; 


Richard Y. LeVine, research engineer, 
Association of Casualty & Surety Com- 
panies; C. W. Nickerson, assistant vice 
president, Liberty Mutual Insurance 
Co. 

While the official registration period 
is still a month off, those interested will 
find it to their advantage to stop in now 
and discuss the matter with a member 
of the Insurance Society’s staff. If de- 
sired, registration can be completed at 
the time of the interview. Very little 
time can be given to any one individual 
during the peak of the registration sea- 
son, 


Gallarno Comes to New York 

Theodore J. Gallarno has been made 
assistant claim manager at the New 
York branch of the Standard Accident 
Insurance Co, and the Planet Insurance 
Co., Detroit. 

Mr. Gallarno joined Standard Acci- 
dent in 1940 at the Detroit branch as a 
claim adjuster, and later served as an 
examiner at the home office. In 1941 he 
was transferred to the Bridgeport claim 
office as an adjuster. He was made claim 
manager at the Syracuse office in 1948, 
where he served until his present pro- 
motion. 





Fifty Years in Suretyship 

Paul Brown, third vice president of 
Lumbermens Mutual Casualty Co. and 
manager of the bond and burglary de- 
partment of the Kemper insurance group, 
has completed his 50th year in the insur- 
ance business. For the full 50 years, Mr. 
Brown has remained in the fidelity and 
surety phase of insurance. His career is 
one of the longest in insurance and pos- 
sibly the longest in just one phase ot 
the business. 
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TRAVELERS MAKES TRANSFERS MARTIN ning aged i a ag PROTEST FILING IN OKLAHOMA 
— Robert Martin, 49, manager for On- 
Assistant Managers Walker and Lutz, trio of the Employers’ Liability Assur- National Council on Compensation Insur- SALES MANAGEMENT 
Field Supervisors Rutledge and ance Corp. died July 20 in Toronto, ance Asks Increase Due te. O.D. Law; Married man age 28-35 with cas- 
Hodnefield in New Fields Ontario after a three week illness. Born Board Considers Question | . . 
™ : “ = ‘ : ualty sales experience and resident of 
Several recent field appointments in in Sweden, he came to Toronto 27 years Formal protest to proposed increases 
casualty, fidelity and surety lines are an- ago. He was a fellow of the Insurance in workmen’s compensation rates was New Jersey. THE ALLSTATE INSUR.- 
nounced by the Travelers Insurance Co. Institute of Canada and a member of filed with the Oklahoma Insurance Board ANCE CO., noted for its exceptional 
Two assistant managers have been the Insurance Underwriters’ Association July 17 by Robert O. Cunningham, Okla- benefits, offers excellent opportunity 
transferred. They are: ArthurC. Walker and the Toronto Board of Trade. homa City, legislator. He called the pro- f in Sales M 
from Toledo to Detroit, and Joseph A. posed increase a “gouge” and said firms a ee eee 
Lutz from Reading to Columbus as as- M. Hutchinson, San Francisco; P. Blair admitted at the hearing they were mak- Write stating age, education, expe- 
sistant manager, casualty, fidelity and Helbling, Pittsburgh; Edward F. Fitzpat- ing a “good, fair and legitimate profit” ° 2 at : . ’ 
surety and fire and marine. rick, Detroit; Alan G. Beattie, Winni- under old rates. eS le ey eee oe 
Two field supervisors have been trans- peg, with headquarters at Calgary; Glenn An application to boost rates was 744 Broad St., Newark, New Jersey 
ferred. They are: Fredrick M. Rutledge S. Branch, Richmond; Dewey M. Dren- taken under advisement by the board —Personnel Department. 
from San Francisco to Fresno, and nen, Omaha; Byron V. Boggs, South after a hearing July 14. The application 
Arnold C. Hodnefield from Des Moines 3end; Bradford D. Davol, Jr., Boston; was filed by the National Council on result of a new law placing occupational 
to Kansas City. T. Bryant Scalf, Jr., Dallas; Harvey Compensation Insurance and requests a disease coverage under the workmen’s 
New field supervisor appointments in- J. Kopff, Manchester, N. H.; and Lewis 1% across-the-board increase for indus- compensation law. The board is not ex- 
clude: Charles A. Schilpp at Boston; J. Jernigan, Leo J. Burg and Bernard tries with occupational disease hazards. pected to hand down a decision until 
Kenneth F. Provost, New Haven; Jay W. Mckillip, unassigned. The council asked for the increase as a some time in August. 








~ Workmen's Compensation Insurance 


Aggregate Results--Country-wide and New York State 
1948-1952 


The accompanying tables have been compiled by the New York Insurance Department from Insurance Expense Exhibits filed by 
companies licensed to do business in New York. These tables show country-wide earned premiums and incurred losses on a net pre- 
mium basis (after reinsurance). Incurred losses are based on case estimate reserves and exclude allocated claim expenses. New York 
State loss ratios are on a direct basis (before reinsurance). 

For the years 1949, 1950, 1951 and 1952 the tabulations include figures of both casualty and fire insurers writing workmen's com- 
pensation insurance. The columnar arrangement of expense groups has been changed to conform with the revised form of Insurance 
Expense Exhibit. 

Because of fluctuations in premium volume from year to year, expense ratios have been adjusted so as to relate certain types 
of expense te written premiums in order to present more accurate results. It will also be noted that expense ratios do not include 














Federal income taxes. 


Stock Company Aggregates 



















































Country-wide 

Underwriting Ratios Expense Analysis —New York State— 
Losses Loss adj. Comm. Other Gen. Taxes & Direct Losses 

Net premiums incurred Exp. Net gain exp. to to acq. to exp.to feesto premiums incurred 

written earned to earned (adj.)j (adj.)+ earned written earned earned written earned to earned 
1948 $358,882,210 $345,754,168 52.6 36.8 10.6 7.6 15.8* — 10.1 3.3 $76,746,597 65.4 
1949 342,050,480 336,660,497 52.4 37.3 10.3 8.1 12.9 3.9 8.7 = By f 80,532,694 57.6 
1950 340,199,704 337,566,839 61.4 39.0 —.4 9.9 12.5 3.8 9.1 3.7 75,538,256 72.8 
1951 391,727,906 384,044,783 67.0 37.0 = 9.5 rk By § 3.6 8.5 3.7 85,176,605 70.1 
1952 451,318,465 441,611,547 64.3 34.9 8.5 11.2 3.5 8.0 = Fy 99,703,480 59.2 



































































































$233,355,323 $226,194,205 52.6 22.9 24.5 6.5 5.6* ——- 7.8 3.0 $63,391,449 58.7 
1949 233,923,790 230,829,066 57.7 23.6 18.7 6.8 vy 5.4 6.3 3.4 69,565,711 62.4 
1950 231,140,691 280,294,372 62.1 24.3 13.6 7.9 s IE § 5.1 6.4 3.2 67,513,219 73.0 
1951 283,478,904 278,177,462 62.4 24.2 13.4 1.0 2.0 4.6 6.4 3.3 80,236,261 67.8 
1952 319,283,850 311,422,902 62.2 23.3 14.5 7.6 2.0 4.5 5.9 3.3 91,357,712 62.3 

** 
State Fund Aggregates 
1948 $41,632,778 $40,166,691 cw Px I 21.7 8.4 oO — 8.7 4.0 $49,954,125 62.5 
1949 49,137,442 46,676,545 83.7 21.8 85 8.7 — a i 6.0 6.0 58,116,673 67.3 
1950 44,645,983 44,556,624 85.1 21.8 —6.9 8.0 —_ 9 6.9 6.0 55,216,032 68.7 
1951 54,706,156 51,879,800 87.1 18.6 —5.7 6.3 —_ 8 6.3 5.2 62,730,204 72.0 
1952 64,063,108 60,877,587 80.7 20.3 —1.0 404 — 8 6.0 5.8 70,107,410 70.0 
Reinsurance Company Aggregates 

1948 $6,598,620 $6,376,257 90.7 27.8 —18.5 1.2 21.6* —_— 3.4 1.6 $101,662 155.3 
1949 6,688,837 6,761,768 86.1 33.4 —19.5 1.4 26.2 2.1 2.6 aE 297,509 18.7 
1950 5,990,749 5,917,699 88.4 36.1 —24.5 5.8 24.9 2.0 2.6 8 38,575 396.7 
1951 7,095,527 7,000,431 109.7 31.0 —40.7 8.5 18.1 1.5 2.2 yf 74,226 392.9 
1952 6,660,516 6,628,834 103.7 30.4 —34.1 7.5 18.1 1.7 2.2 9 54,404 351.6 











t These ratios show results before consideration of Federal income tax. 

* Includes other acquisition expense. 

** Premiums of the State Fund in the first and second columns are on a collected basis. In the N. Y. S. column they have been adjusted 
to an estimated manual basis, 
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sixteen N. Y. Cities 
Act to Lower Accidents 


BOATE IN CHARGE OF PROGRAM 


Master Plan Wistond Out by Agents’ 
Association and 15 Other Groups Form- 
ing Insurance Industry Committee 


Sixteen cities in New York State have 
recently embarked on a complete and 
basic campaign to reduce their traffic 
accidents and there is every expectation 
that this number will double before 
winter. 

Instituted by all segments of the casu- 
alty insurance business, with the whole- 
hearted cooperation of the law enforce- 
ment agencies of each community, the 
new program to curtail the frequency 
and severity of motor accidents in cities 
of 10,000 or more is now operating in 
Amsterdam, Auburn, Beacon, Bingham- 
ton, Gloversville, Hudson, Jamestown, 
Johnstown, Little Falls, Middletown, 
Port Washington, Rome, Saratoga 
Springs, Schenectady, Utica and Yon- 
kers. Eight additional upstate cities are 
currently in the process of adopting the 
accident prevention project. 

The program starts with a preliminary 
survey of all factors that have a bear- 
ing on accidents. Included are local 
trafic administration, accident records 
for the past five years, methods of acci- 
dent reporting, traffic engineering, police 
department controls, action of the 
courts, accident prevention education 
and the efforts of the community for or- 
ganized safety. 

Suggest Constructive Changes 


Once the survey has been completed, 
the Insurance Industry Committee on 
Motor Vehicle Accidents, which is head- 
quartered in New York City, makes an 
exhaustive analysis of the information 
uncovered in the investigation. Its 
tratlic experts then suggest constructive 
changes and innovations in the city’s 
traffic control procedures that should 
considerably reduce the accident rate. 

Working closely with the city officials 
on the program are teams of local in- 
surance agents whose interest in lower- 
ing accidents rates is traditional. In 
many communities it is the insurance 
agents who introduced the new plan to 
city officials and enforcement depart- 
ments. Other groups with a fundamen- 
tal interest in the problem, like safety 
councils and the automobile clubs, are 
responding enthusiastically to the first 
comprehensive plan of this kind made 
available to New York State municipali- 
ties without charge. 

The result has been that the 16 cities 
that have already initiated the program 
are well on their way to discovering 
the fundamental causes of most of their 
traffic accidents, with the solid support 
of the townspeople who want to see 
the worst conditions quickly alleviated. 


Want Immediate Actions 


_A year ago the New York State Asso- 
ciation of Insurance Agents, Inc., found 
through a preliminary questionnaire that 
most drivers in the state want immedi- 
ate action in reducing motor vehicle ac- 
cidents and, consequently, in reducing 
the cost of automobile insurance. This 
assurance was the signal for the asso- 
ciation to seek the participation of other 
elements of the insurance business in 
solving the problem. Together with 15 
such groups, the master plan was 
worked out and the Insurance Industry 
Committee on Motor Vehicle Accidents 
began to function. 

Thomas N. Boate, who is director of 
the accident prevention department of 
the Association of Casualty & Surety 
Companies, was placed in charge of the 
Program. New York State, with 72 lo- 
calities having populations of 10,000 or 
more, was selected as the area where 
the local surveys were to be introduced. 
Insurance traffic experts were broken 
away from other assignments, new ex- 
Perts were hired as field men and, early 
this year, the program was initiated. 





MAKES FIELD APPOINTMENTS 


Travelers Names Maher Office Manager, 
At 80 John Street, N. Y.; Other 
Changes Are Made in Field 

Several recent field appointments in 
the branch office administration depart- 
ment are announced by the Travelers 
ne 

F. Maher, who has been assistant 
a manager at the 80 John Street, 
New York City office, has been appoint- 
ed office manager there. He succeeds R. 
Kk. Wilson, retired. 

J. E. Carter, who has been assistant 
office manager at Albany, has been pro- 
moted and appointed office manager at 
Rochester. He succeeds W. H. Whitney 
who has retired upon the advice of his 
physician. 

P. H. Spear, who has been assistant 
office manager at Atlanta, has been pro- 
moted and appointed office manager at 
Birmingham, 

*. H. Topping, who has been admin- 
istrative assistant at the 80 John Street, 
New York City office, has been pro- 


moted and appointed assistant office 
manager at Albany. 
Mayer, who has been admin- 


istrative assistant at Chicago, has been 
appointed assistant office manager there. 

R. E. Rothera, who has been assistant 
field underwriter, casualty, at Worcester, 
has been appointed field underwriter, 
casualty, there. 

2 Hutchins, who has been field 
underwriter, casualty, at Rochester, has 
been transferred to Albany. 

W. R. Breck, who has been field un- 
derwriter, casualty, Albany, has been 
transfererd to Rochester. 


CARSON ENTERTAINS NEWSMEN 
Ellis H. Carson, president, National 
Surety Corp., entertained some of the 
New York insurance newspapermen at a 
luncheon at the Downtown Athletic Club 
on Wednesday of last week. E. M. 
Ackerman, associate editor, The Weekly 
Underwriter, served as toastmaster. 


La Salle Merges With 
American Income Assur. 


ILLINOIS DIRECTOR APPROVES 


La Salle Remains as Surviving Company 
and Reinsures All Existing Policies 
Issued by American Income 


La Salle Casualty Co. of Chicago has 
merged with American Income Assur- 
ance Co. of Chicago. The agreement 
between the two companies was ap- 
proved by Robert B. Barrett, Director 
of Insurance of Illinois, on July 17. 

Under terms of the merger, La Salle 
remains as the surviving company and 
reinsures all of the existing policies is- 
sued by American Income. La Salle also 
has taken over all of American’s assets 
and _ liabilities. 

As of December 31, 1952, American 
Income Assurance had assets of ap- 
proximately $400,000, and capital and 
surplus of $125,000. Premium income in 
1952 was approximately $900,000. The 
company wrote accident and health and 
hospitalization insurance. 


Gaines Is Board Chairman 


Seymour B. Orner, president of La 
Salle, announced that Theodore G. 
Gaines has been elected as chairman of 
the board, and Charles B. McDonnell 
has been elected vice president. Mr. 
Gaines and Mr. McDonnell were for- 
merly the principal officers of American 
Income Assurance. C. B. McDonnell 
will be in charge of the group and 
brokerage departments. 

Richard D. Slott remains as_ vice 
president and agency director. La Salle 
now operates in 14 states and is per- 
fecting plans to enlarge the area of its 
operation. 

La Salle markets accident and health 
and or policies under the 
copyrighted “Blue Star Plan.” Mr. Or- 
ner predicted a premium volume of $2.5 
million for the year 1953. 
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Interstate F. & C. to 
Write Multiple Lines 


INCREASES CAPITAL STRUCTURE 











Illinois Desenade Approves New 
Charter for Bloomington Co.; Has 
Contract With G. Brown & Sons 

Interstate Fire & Casualty Co. of 
Bloomington, Ill., has become the first 
company in Illinois to qualify for mul- 
tiple line underwriting by increasing its 
capital structure. The Iiinois Insurance 
Department has approved a new charter 
for the company which has added funds 
totaling $462,000. Of this total, $280,000 
has been credited to capital and $182,000 
to policyholders’ surplus. Interstate 
Fire & Casualty will thus begin opera- 
tions with capital of $500,000 and sur- 
plus of more than $250,000. 

For the most part, independent rates 
will be filed with the Illinois Depart- 
ment. It is the company’s intent to 
write specialized coverages. 

The predecessor company, known as 
Interstate Casualty Co., was organized 
in 1950 by a group of Bloomington busi- 
nessmen. In January, 1952, the company 
signed an exclusive underwriting man- 
agement contract with George F. 
Brown & Sons, Chicago insurance 
agency. The latter firm is known for 
its activities in the excess and surplus 
line field. Its head office is located in 
Chicago, where it employs a staff of 
over 100 people. In addition, Brown & 
Sons maintains branch offices in New 
York City, Denver, Phoenix, Atlanta 
and Lexington, Ky. The firm represents 
Lloyd’s of London on a_ nationwide 
basis and also offers the facilities of 
other domestic and foreign special pur- 
pose companies. 

Tate Is President 

Robert P. Tate, Bloomington real es- 
tate broker, continues as president of 
the Interstate Fire & Casualty Co. He 
held this position with the predecessor 
company since its inception. Edward 
3iasi, Bloomington druggist, and Cam- 
eron Brown, of Geo. F. on & Sons, 
are the vice presidents. Paul Allison, a 
grain merchant, and Shelton rn Leach, 
cashier of the National Bank of Bloom- 
ington, are secretary and treasurer re- 
spectively. William Bach is general 
counsel. All of the officers are directors 
of the company. 

Other members of the board of di- 
rectors are: W. G. Cole, Bloomington; 
George F. Brown, president of Geo. F. 
Brown & Sons; Jack Lewis, Blooming- 
ton jeweler; Don M. Chism, Blooming- 
ton contractor; Lewis Jones, Bloom- 
ington insurance broker; and Loring C. 
Merwin, publisher of the Bloomington 
daily “Pantagraph.” 


SIGNS ILLINOIS COMP. BILLS 

Governor Stratton has signed two Illi- 
nois bills increasing maximum weekly 
benefits under the state workmen’s com- 
pensation and occupational disease acts 
from $25.50 to $29. The measure also 
lifted death benefits in some categories 


from $9,600 to $10,750. 
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Woodmen Accident 
Names 3 Managers 


PROMOTIONS ARE ANNOUNCED 


Kirkland Made Southern Texas Mana- 
ger; Rash and Duba Take Over 
California Territories 
The Woodmen Accident with its as- 
sociated companies of Lincoln, Neb., 
has appointed three new agency mana- 

gers. 
President E. J. Faulkner announced 
the promotions, 
effective this sum- 
mer. George P. 
Kirkland was 
named = southern 
Texas manager. 
Everett E. Rash 
was appointed 
central California 
manager, and Rex 
Q. Duba_ became 
head of the south- 
ern Califor- 
ia agency. 
Rash 
Duba 
taking over 
California  terri- 
George P. Kirkland tory of the late 
J. B. Bright, well- 
known insurance executive, who passed 


in May. 
With Company Since 1951 


Mr. Kirkland has been with the com 
pany since 1951, as assistant agency 
manager for southern Texas. Before 
joining Woodmen, he was with the 
Travelers Insurance Co. and the Jeffer- 
son Standard Life Insurance Co. His ex- 
perience in the field dates back to 1930. 
Mr. Kirkland’s home and territory head 
quarters are in San Antonio, Tex. 

Mr. Rash has been a salesman with 
Woodmen since 1947. Before that he 
worked for Western Auto Stores and 
sold insurance after hours. 

In 1952 he won a National Quality 
Award for outstanding life insurance 


and 
are 
the 


away 


Rex Q. Duba Everett E. Rash 
and was named the All-Star 
Honor Roll of Insurance Salesman 
magazine. He has moved his home and 
office to Fresno, Cal. 


work, 


Was Assistant Agency Manager 


Mr. Duba first became associated with 
Woodmen in 1946. He left in 1947, but 
returned to the company in 1951 as field 
assistant for southern California. Since 
January 1, 1953, he has been the terri- 
tory’s assistant agency manager. 

Mr. Duba has also had experience 
with the John Hancock Mutual Life 
and United American Life. His home 
and office are located in Van Nuys, 
Cal: 

PRINTS FORUM PROCEEDINGS 

The Health & Accident Underwriters 
Conference has published in booklet 
form proceedings of its hospital-medical 
forum and the group meeting held in 
Chicago last February. 


SKUTT REPORTS TO DIRECTORS 


Says Mutual of Omaha Has Hit Record 
in Benefits Paid; Six Months’ Pre- 
miums Greatest in Co.’s History 

V. J. Skutt, president of Mutual of 
Omaha, reported to the board of direc- 
tors at its semi-annual meeting, July 23, 
that the association’s record this month 
had hit a new all-time high when bene- 
fits paid out to policyholders, since the 
company was organized, exceeded a half- 
billion dollars. 

He stated that Dr. T. E. Rogers of 
Macon, Ga., received the benefit check 
which put the company’s benefits paid 
out to policyowners over the $500,000,- 
000 high mark. Dr. Rogers, who has 
been totally disabled by sickness since 
1935, has been paid a total of $43,843 
to date by the company, Mr. Skutt 
said, 

Mutual of Omaha had just completed 
its greatest 6-month period in its history. 
Premium income for this first six 
months of 1953 totaled over 54% mil- 
lion dollars, with a new business increase 
of 28.6% for the six months’ period. 


Pratt Joins Staff of 
Washington National 


MADE ASSISTANT SECRETARY 


Will Manage Integrated Unit Com- 
prising Life, A. & H. Underwriting 
Divisions; Was With K. C. Life 


Homer L. Pratt has joined the home 
office staff as assistant secretary of the 
Washington National Life, Oshkosh, 
Wis. He has been placed in charge of 
life and accident and health underwrit- 
ing as well as policy issue. For the 
past year the company has been study- 
ing the possibility of integrating the 
life and accident and health underwrit- 
ing divisions into one unit and Mr. 
Pratt will manage this unit. 

Before coming with WNL he was 
assistant secretary and manager of the 
new business department of the Bene- 
fit Association of Railway Employees in 
Chicago. He came with that company 
in 1947 shortly after it started in the life 
insurance field and organized its life 
underwriting department. In 1950 the 
decision was made by that company to 
combine the accident and health, hos- 
pitalization and life insurance divisions 
into one new business department, and 
Mr. Pratt was placed in charge of that 
department which now consists of 45 
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Brokers’ Surplus business invited. 


Matt Jaffe Associates, Ltd. 
431 Fifth Avenue, New York 16, N. Y. 


Cousins and Birnbaum, Inc. 
62 William St., New York 5, N. Y. 


The Weingarten Agency 
20 Court St., Brooklyn 1, N. Y. 


Arnold Scholls, Associated Insurance Agency 
135-39 Northern Bivd., Flushing 54, N. Y. 


(A network of General Agencies throughout Union's 14 states is presently 
in formation. A few choice territories are still available. Write to: 
Roy A. Foan, Vice-President and Director of Agencies.) 


NION CASUALTY AND LIFE INSURANCE COMPANY 
17 East Prospect Avenue, Mount Vernon, N. Y. 


employes and three junior underwriters 

Prior to his joining BARE, he was 
employed by the Kansas City Life In- 
surance Co., for 15 years, interrupted by 
three and a half years in the U. § 
Navy, from 1942 until 1945, 3 


With Kansas City Life 


During his years at Kansas City Life 
he had a thorough insurance training 
having started in the filing department. 
then the premium notice department. 
policy loan department and finally into 
underwriting in the medical department. 

Nith his underwriting training he en- 
listed in the Navy and was placed in 
the Hospital Corps and assisted in the 
commissioning of the U. S. Naval Hos- 
pital at Sampson, N. Y., and for 18 
months was in charge of the personnel 
office there, before being transferred 
overseas. 

During the year 1951-92 he was presi- 
dent of the Chicago Home Office Life 
Underwriters Association and has been 
very active in that organization. 

Mr. Pratt has already met a number 
of agents who have been in the home 
office since the first of the month and is 
anticipating the Star Leaders Confer- 
ence in Oshkosh when he will have an 
opportunity to meet many more per- 
sonally, 


LAUNCHES PRODUCTION DRIVE 


National A. & H. Starts Campaign to 
Commemorate 50th Anniversary; Cash 
Bonuses Offered to Agents 

The field force of the National Acci- 
dent & Health Insurance Co. has 
launched a special sales production cam- 
paign during the month of August to 
commemorate the company’s 50th anni- 
versary, it is announced by J. B. 
Treusch, vice president. Special cam- 
paign literature containing contest rules 
has been distributed to all National 
agents. The prizes consist of cash bonus 
awards and every producer has an op- 
portunity to win extra money for his 
sales efforts during the anniversary 
month. 

The contest is called the “Grand Na- 
tional 50th Anniversary Steeplechase” a 
tie-in with the theme of the Grand Na- 
tional which is run every year in Ain- 
tree, England. 

Emphasis is being placed on the writ- 
ing of accident and health business and 
as a motivating factor, extra point cred- 
its will be given for this type production. 

Only paid-for business which is actu- 
ally issued and written between August 
1 and 31 will count. Premiums for 
monthly production during the contest 
period must renew for the next two 
months in order to receive credit. 

Points are given for each one dollar 
of new premium with additional points 
being awarded for commercial premium 
policies. The total amount of points 
determines the amount of cash bonus 
an agent may receive, and there is no 
limit to how much bonus can be earned, 
provided he receives a minimum of 100 
points, of which 75 points must be 
earned on regular accident and health 
business. 

A special award will be given to the 
producer who receives the largest num- 
ber of contest point credits. This pro- 
ducer will be designated “the National 
Man of the Year” and in addition to his 
cash bonus, will receive a handsome 
silver service. 


ELIZABETH HYMAN IS MARRIED 

Elizabeth Hyman, treasurer of La 
Salle Casualty of Chicago, was married 
recently to Jerome N. Brooks, Chicago 
attorney. They have returned from a 
honeymoon at Bar Harbor, Me. Mr. 
Brooks is attorney for La Salle Casu- 
alty. 


SPECIALISTS FOR INDONESIA 
Governor Thomas E, Dewey has an- 
nounced that New York State will em- 
bark on a joint Federal-state program 
to lend public health specialists to the 
Republic of Indonesia. 

































































PICK ME UP THE EASY WAY — 
KEEP YOUR BACK STRAIGHT 
“AND BEND YOUR KNEES- 


An analysis of injuries to the lower back shows that over 50% occur while 
persons are lifting. Whether lifting is part of your job—or whether you just 
do it occasionally around the home—a good rule to remember is to bend your 
knees and keep your back straight. Your leg muscles are stronger than your 
back muscles. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY * THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY + STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 








This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. Clinton L. Allen, President 











FOUNDED IN 1819, the Aetna 
Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” 
From that day to this—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 
obligations. 









































SAT AWAD say arvana “ 


WHEW | RIDE My BiKE | WATCH FoR 


TRUCKS. 


They’re never too young to learn SAFETY 


Pepto SCHOOL opens this fall, many class- 
rooms will be decorated with pictures 
like those shown above. All of these pictures 
were actually drawn by children in the first 
grade. 

These simple sketches show that even 
very young children can grasp the impor- 
tance of safety and can apply its rules in 
their daily lives. In fact, our greatest hope 
of reducing the high toll of childhood acci- 
dents . . . on streets and highways, in homes, 
and elsewhere . . . depends largely on help- 
ing young children to develop the attitudes 
and skills necessary for their safety now 
and in the future. 

Accidents kill annually about 
14,000 children under age 15. In 
addition, some 2 million children 
are temporarily or permanently in- 
jured by accidents every year. 

When children return to school, they will 
be exposed to an increased number of po- 
tential accident situations. This raises the 


question, is there anything you can do to 
help save children from accidental injuries 
or loss of life? Indeed, there is. You can put 
more stress than ever on habits of safe 
conduct. 


All children—especially those just enter- 
ing school—should be warned to take safety 
precautions in the streets. They should learn 
to cross only at crossings, to obey traffic 
lights, to look both ways before stepping 
into the street, and to face traffic if they 
have to walk on a road. 


If a child rides his bicycle to school, he 
should know and obey such rules as keep- 
ing to the right, riding single file and sig- 
naling for turns. Moreover, it is wise for 
parents to make sure that the bicycle has 
good brakes, a warning bell, a front light 
and a rear reflector. 


Children may also be helped to avoid 
accidents if parents themselves set a good 
example by consistently practicing habits of 
safety in the home and elsewhere. 


You can do this, for instance, by checking 
your home and removing possible accident 
hazards. Among other things, guns, ammu- 
nition and poisons should be locked up. 


If, despite your protection and training, 
your child has repeated accidents, it would 
be wise to consult your family doctor. 
Sometimes accidents may be caused by 
physical or emotional conditions which he 
can help correct. 


Remember that most accidents do not 
“just happen.”” Some authorities estimate 
that 90 percent or more of them are pre- 
ventable. So, make your child safety-mind- 
ed as he enters or returns to school. You 
may save him needless injury . . . and spare 
yourself some anxious moments. 


Metropolitan’s new booklet, “A Formula 
for Child Safety,” tells how parents—by 
understanding their child’s behavior at var- 
ious stages of growth—can anticipate and 
forestall many accidents. 








COPYRIGHT 1953—METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 Mapison AVENUE, New York 10, N. Y. 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmopolitan, 
McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic. 





























